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When a company doubles its insurance in force in three years; 
when it quadruples in less than ten—there must be a reason, or 
several reasons. The friendly Franklin Life has set just such a 
phenomenal record, and the reasons are not hard to find. 

Briefly they consist of: a sincere and constant interest in the 
success and happiness of our field associates; a generous commis- 
sion schedule that makes a man realize that when he works for 
the Franklin he is working for himself; and new, exclusive, highly 
salable contracts which are designed to sell because they are based 
on a constant awareness of public demands. 

Last year well over 50% of our total business was on special, 
exclusive Franklin contracts. This year the percentage will be 
even higher. 

Now an unusual group of three new Family Income plans 
providing $200 monthly income for 20 years with $5,000 face 
amount, will meet the needs of men in every income group—in- 
cluding those who wish to combine savings with protection. 

Perhaps that is why one of our top producers wrote the 
dther day: ‘“‘Being a Franklin representative is almost like 
being the possessor of a magic key to the happiness and wel- 
fare of the young families of my community. The fact that 
the key can also open the door to my own personal success 
and financial well-being makes it doubly attractive.”’ 
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A pertect combination . 
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for many of your prospects nt 


Many moderate-income family men need a balanced Life insurance plan a 
—monthly income protection for the family, and old age insurance. Such a combination will 
opens a whole new field of business for you—just as the right combination opens a vault. stot 


One of the most modern and flexible Life insurance plans on the market will 
today, Travelers Cash Settlement 65 with Family Income Settlement Provision is un- The 
usually versatile, broad in protection, and low in cost—just the right combination for wee 
the man who has a moderate income and iarge family responsibilities. = 


If the policyholder survives age 65, this unique plan of Life insurarice ploy 
provides a monthly life income or, should the policyholder choose, fully paid-up Life 
insurance without further evidence of insurability. In the event of his death before Th 
age 65, the insured’s family is guaranteed a monthly income until maturity date, at surat 
which time the full amount of the basic Cash Settlement contract is paid. A further pati 
option is the opportunity for the beneficiary to commute the monthly payments before 


maturity date to a lump sum—useful where an unpaid mortgage exists. _ 
piete 


There are undoubtedly many family men in your community who Latir 


should know more about this ideal protection. Its cost is amazingly low and it offers In: 
° ° ° ai twee 
maximum protection at a time when it is most needed. ray 
ance 
For further information consult the nearest Travelers Life office or often 
socia 
general agency. will 
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liberal Bethlehem 
Solution May Blast 
Pension Log Jam 


Formula Based on 
Income Will Boost 
Many Over $100 Mark 


From the agreements between Bethle- 
hem Steel and the CIO steel workers 
for a $100 a month pension, including 
social security, on a non-contributory 
basis, and insurance provisions on a con- 
tributory basis a pattern for all industry 
may well emerge. It is expected that 
some similar compromise of the con- 
tributory impasse will be reached by 
the other steel companies and that the 
great pension and _ insurance freeze 
which has set in all over the country 
will thaw with the determination of the 
question in steel. This should mean the 
installment of hundreds of insured pen- 
sion plans and group insurance plans 
that have been held in abeyance. 

While it is felt that Bethlehem Steel 
will self-insure the pension plan as it 
has its plan now in effect, it is under- 
stood that the insurance plan providing 
$26 a week for sickness for 26 weeks 
will be written through commercial in- 
surance companies as will the group life. 
The hospitalization contract of Bethle- 
hem goes to Blue Cross. Bethlehem al- 
ready had in effect a pension on some 
wage employes offering a minimum of 
$50 a month exclusive of social security, 
which it will raise to $100 on 3,500 em- 
ployes who have already retired, if Con- 
gress next year increases the social se- 
curity benefits. 

The contributory insurance program 
provides a minimum of $2,100 in life in- 
surance and a maximum of $4,500 with 
an average of $3,000. At retirement, an 
average paid-up life policy between 
$1,250 and $1,500 is provided. The com- 
pany and the employe contribute 2% 
cents an hour apiece to finance the com- 
plete insurance plan. 


Latimer Aided in Agreement 


Instrumental in the agreement be- 
tween the company and union was Mur- 
ray Latimer of Washington, an insur- 
ance consultant and broker who has 
often been retained by the CIO. The 
social insurance phase of the agreement 
will go into effect Jan. 1. Final pension 
details will be worked out to become ef- 
fective a month or so later. After the 
pension and health plan has been in ef- 
lect two years, the contract ends and 
the union can exercise its option again 
to strike. The contract provides for the 
pension and welfare clauses to run for 
five years, or three years beyond the 
contract’s termination date of Dec. 31, 
1951, when the union can demand wage 
increases, The stickler is what will hap- 
pen to the pensions and insurance if the 
union should strike for higher wages af- 
ter two years. 

The formula for figuring pensions is 
arrived at by taking the total of wages 
for the last 10 years of service, divided 
by 120 months. Then 1% of this amount 
is multiplied by the number of years of 
service. If this amounts to more than 
the minimum, the employe gets the 
benefit. 

There is no provision in the new 
agreement for arbitrary retirement at a 


Celler Hearings Set 
on Business Loans 


Rep. Celler’s subcommittee will hear 
testimony by “a number of business 
leaders” in a series of anti-trust hearings 
beginning Nov. 29. 

“We shall confer with a number of 
life insurance officials on the availability 
of loan funds for business concerns of 
various sizes and future developments 
with continued expansion of the national 
income,” Celler announced. “Good and 
bad features of bigness as such” will be 
discussed. 

Referring to the technique of bigness 
as a “collectivist technique,” Celler said 
the anti-trust laws “are directed against 
big business when it abuses its power 
so as to fix prices, to prevent competi- 
tion, or to keep new competitors from 
entering the field.” 

Besides examining the laws to see 
whether they need amendment to per- 
form their original purpose, Celler said, 
“the question must be answered: 
Should the law attack business as such? 
The subcommittee is not prepared to 
express any opinion on this question at 
the present time.” 


Test of Unauthorized 
Act Is Approaching 


A case will be argued in the Supreme 
Court soon which is expected to clarify 
some of the legal doubts surrounding 
the unauthorized insurers service of 
process act which has been passed in 
14 states after being adopted by the 
N.A.I.C. last year. The suit involves 
the Virginia Corp. Commission and the 
Travelers Health Assn. of Nebraska. Al- 
though the Virginia statute is broader 
than the N.A.I.C. bill, the results of the 
test are expected to solve some of the 
basic issues involved in the mail order 
A. & H. problem. 

In 1947 the commission obtained an 
injunction against the association for- 
bidding it from doing business in the 
state and its position was affirmed by 
higher courts. The association con- 
tended that the law on which the in- 
junction was based is unconstitutional in 
that it attempts to regulate and control 
activities beyond the borders of Virginia 
which are lawful where they occur, and 
also that service of process by registered 
mail is not sufficient. 

An adverse ruling might seriously 
affect the N.A.I.C. service of process act 
or give impetus to the FTC’s drive to 
regulate the business. 





specified age, which insurance men re- 
gard as a weakness of the agreement, 
as compared to the Ford pension where 
mandatory retirement is provided for at 
age 68. Bethlehem employes can retire 
any time they choose after 65. 

The Bethlehem pension from early re- 
ports is much more liberal than the Ford 
pension. In the first place the Ford  re- 
quirement for the $100 a month pension 
is for 30 years’ service. A Bethlehem 
worker needs but 25 years. 

Importantly, the Ford plan limits a 
man to a $100 pension inclusive of social 
security. This is a fixed payment re- 
gardless of the hour employe’s earnings 
of service in excess of 30 years. Ap- 
parently the formula adopted by Bethle- 
hem allows a man to draw as a pension 
of much more than $100. If he is in a 
high salary bracket with extra long 
service, the pension formula would per- 
mit him to draw $250 a month or more. 
This is a mighty important distinction, 
The Bethlehem formula is of the type 
customarily applied to white collar sal- 
aried workers. It is not the general 
“leveling” type of plan that CIO seeks. 


Calls H.R. 6000 One 
of Gravest Issues 


Before Congress 


COLUMBUS, O.—Pending legisla- 
tion for social security revision, H.R 
6000, which has been 
approved by the 
House constitutes 
one of the gravest 
domestic issues now 
before Congress, 
the annual meeting 
of the Ohio Cham- 
ber of Commerce 
was told by Rein- 
hard A. Hohaus, 
actuary Metropoli- 
tan Life. 

Mr. Hohaus 
opined that the leg- 
islation fails in its 
purpose, “partly be- 
cause of some of the changes proposed 
for the old-age insurance plan, but much 
more because of the old-age assistance 
proposals.” 

Special criticism was aimed by Mr. 
Hohaus at the provisions in the bill 
for further Jiberalization of the grants- 
in-aid formula through which the gov- 
ernment participates in old-age assist- 
ance by the various states. 

Mr. Hohaus pointed out that when 
the plan for grants-in-aid to the states 
was established the expection was that, 
as the years went by, the old age in- 
surance provision of the, social security 
plan would increasingly take care of the 
problem of the aged. 

“Unfortunately that has not occurred,” 
he said. “In 1939 federal and state ex- 
penditures for old-age assistance were 
$431 million. In the last fiscal year 
they were $1.3 billion—three times as 
great. Average monthly payments have 

(CONTINUED ON PAGE 13) 


T. M. Riehle, Twiee” 
N.A.L.U. President, 
Killed in Crash 


Theodore Martin Riehle, 58, general 
agent in New York City for Equitable 





Hohaus 


R. A. 


Society, was one of the 55 persons 
killed in the crash of an Eastern Air 
Lnes plane at Washington, D. C., 
Tuesday. 
rr. if Mr. Riehle was 


widely known in 
the business as a 
successsful agency 
head, as a dynamic 
personality, and as 
a leader in Na- 
tional Assn. of Life 
Underwriters af- 
fairs in past years. 
He had the dis- 
tinction of  serv- 
ah ing twice as presi- 
ieee dent of N.A.L.U 
M. Riehle He was elected in 

1934 for a regular 
term. Then, in 1936, when the late 
Alexander E. Patterson resi gned as gen- 
eral agent of Penn Mutual in Chicago 
to become its agency vice-president, Mr. 
Riehle was picked to fill out Mr. Pat- 
terson’s unexpired term as N.A.L.U. 
chief. 

Mr. Riehle took a major interest in 
civic matters. He was long active in the 
New York State Chamber of Commerce 

(CONTINUED ON PAGE 13) 
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Federal Tax Plan 


for Life Companies 
ls Worked Out 


To Use Average Valuation 


of Reserve Interest 
Deductions, 1947-9 


WASHINGTON — After a confer- 
ence Tuesday with representatives of 
the McAndless committee, Rep. Lynch, 
chairman of the House ways and means 
subcommittee on life insurance com- 
pany taxation, announced that the plan 
adopted is to tax life companies on the 
basis of average valuation of reserve 
interest deductions for the three years 
1947-49, to yield an estimated $93 mil- 
lion. Bruce Shepherd, representing Life 
Insurance Assn., said this would be pay- 
able in 1950. 

“I don’t see how they can say the 
basis is 95%,’ Mr. Lynch said in 
reply to a question from Ture NATIONAL 
UNDERWRITER seeking to verify a news- 
paper report that the issue would be 
compromised on that basis. “We have 
worked it out in a different Way.” 

Mr. Lynch remarked that “they didn’t 
think we could ever do this.” He said 
“a very difficult problem was presented 
to the subcommittee” but that with as- 
sistance of company representatives, the 
rreasury and joint committee, “I think 
we have solved it. We have had splen- 
did cooperation and are now in a posi- 
tion to report our recommendations to 
the full committee when we come back 
in January.” 


No Text Yet Available 


Lynch said his subcommittee will meet 
early in December to prepare a report 
to the full committee, which he expects 
will seek legislation to carry out the 
plan. Meanwhile, no draft or text of 
the new proposal is available. After the 
drafting of it, much will depend on how 
it works out. 

A statement released by Mr. Lynch 
referred to the 1942 formula and its re- 
sults in life company tax exemption for 
the years 1947-49, “as a result of the 
inclusion in the formula of a fixed in- 
terest rate which has become unreal- 
istic with the unforeseen decline in in- 
terest rates.” 

The new proposal substitutes for each 
of these years, the statement continued, 
“the average experience of the business 
in the place of the fixed interest element 
provided in the present formula. It is 
estimated that the new proposal will 
produce a total of approximately $90 
million in revenue for the three years. 
The plan is the culmination of discus- 
sions which have been going on be- 
tween representatives of the insurance 


companies and the government since 
1947,” 
Joint Press Conference 

After the Tuesday meeting, Lynch 


held a joint press conference for an 
hour with A. J. McAndless, Lincoln Na- 
tional, chairman of the life company 
committee, Mr. Shepherd and Treasury 
and joint committee people, at which de- 
tails of the plan were discussed. 

“The suggestion of the subcommittee 
has to do not with the percentage tax 
basis in the law,” Mr. Lynch said in 
reply to questions. “It will be based on 

(CONTINUED ON PAGE 21) 











Benson Appoints 
Chairmen for 23 
N.A.L.U. Committees 


Twenty-eight leaders in the National 
Assn. of Life Underwriters have been 
named by Judd C. Benson, Union Cen- 
tral Life, Cincinnati, N.A.L.U. presi- 
dent, to head 23 important standing and 
special committees. Mr. Benson stated 
that the membership of committees this 
year will total about 800. 

The chairmen are: 


Agents: D. B. Fluegelman, Northwest- 
ern Mutual Life, New York City. 

Associations (state and local): Co- 
chairmen: J. D. Marsh, Lincoln National 
Life, Washington, D. C.; H. J. Syphus, 
Beneficial Life, Salt Lake City. 

By-laws: C. W. Cox, Metropolitan Life, 
Paterson, N. J. 

Compensation: J. R. Humphries, Provi- 
dent L. & A., Chattanooga. 

Conservation (quality award): W. P. 
Emerick, New England Mutual Life, 
Johnstown, Pa. 

Convention program: A. F. Priebe, 
Penn Mutual Life, Rockford, Ill, 

Federal law & legislation: N. H. See- 
furth, Northwestern Mutual Life, Chi- 
cago. 

Field practices: M. F. Begole, Massa- 
chusetts Mutual Life, Detroit. 
Finance: Harry Gardiner, 

cock, New York City. 

Functions & activities: J. D. Moyna- 
han, Metropolitan Life, Berwyn, Il. 

General agents & managers: W. T. 
Craig, Aetna Life, Cincinnati. 

Nominations: L. M. Buckley, New Eng- 
land Mutual Life, Dallas. 

Past national presidents: C. H. Orr, 
National Life of Vermont, Philadelphia. 

Public information: Co-chairmen: F. L. 
Garrabrant, New York Life. Asbury 
Park, N. J.; R. T. Wright, Provident Mu- 
tual Life, Lawrence, Kan. 

Publications: C. J. Currie, Mutual Life, 
Atlanta. 

Relations with attorneys: Harold 
Smyth, chairman, National Life of Ver- 
mont, Hartford; J. J. Kellam, vice-chair- 
man, National Life of Vermont, New 
Canaan, Conn. 

Relations with other organizations: 
Vv. C. Gilbert, Equitable Life of Iowa, 
Portland, Ore. 

Resolutions: W. F. Noble, New 
land Mutual Life, Omaha. 

Social security: H. R. Hill, Life of Vir- 
ginia, Richmond, Va. 

Speakers bureau: IT. 
York Life, Boston. 

State law & legislation: Co-chairmen: 
W. R. Moss, Connecticut Mutual Life, 
Louisville; R. R. Reno, Jr., Equitable Se 
ciety. Chicago. 

Underwriter education & training: 
W. H. Kine. New England Mutual Life, 
New York City. 

Affairs of veterans & service men: (o- 
chairmen: I. J. Grayson, Travelers, 
Washington, D. C.: S. D. Weissman, Equi- 
table Society, Boston. 

Women underwriters: Helen Pender- 
gast, Mutual Life, Washington, D. C. 


John Han- 


Eng- 


S. Kibrick, New 





Pettric Loses Control of 
Three Coast Companies 


LOS ANGELES — Control of Citi- 
zens Underwriting Corp. and its two 
subsidiaries, Citizens General and Citi- 
zens L. & C.. was wrested from V. F. 
Pettric, founder and head of the three 
companies. at a special meeting of share- 
holders of the parent corporation. He 
retains a membership on the board of 
the parent corporation. 

The change is the climax of a long 
and bitter proxv battle between Mr. 
Pettric and a shareholders’ protective 
committee, which was headed by W. J. 
McNally. The special meeting of share- 
holders was called at the insistence of 
this committee. 

The new officers and directors of the 
three companies, elected at the meeting 
are: 

Citizens Underwriting Corp.—Presi- 
dent, W. J. McNally; vice-president, 
Royce Trotter; secretary-treasurer, C. 
Crowe; and F. H. Breen, V. F. Pettric, 
Dr. D. G. Sutherlin, Hiram McTavish, 


directors. 
Citizens L. & C.—President, F. H. 
Breen; executive vice-president, C. 


Crowe; secretary-treasurer, W. J. Mc- 


Nally; assistant secretary - treasurer, 
Elizabeth Davidson: actuary, W. E. 
Munster; and G, H. Miller, W. P. 


FeNATIONAL 
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orton Tolles, Royce Trotter, 


Wood, 
directors. 

Citizens General—President, Norton 
Tolles; vice-president, Royce Trotter; 
secretary-treasurer, A. C. Crowe; as- 
sistant secretary-treasurer, W. E. Mun- 
ster; and W. P. Wood, G. H. Miller, 
W. J. McNally, directors. 

For several months the department of 
insurance has had Citizens L. & C. 
under scrutiny because its operations 
presaged a hazardous condition if no 
change along certain lines took place. 





Hearings Commence on 
Proposed Kentucky Code 


Hearings were started at Frankfort 
Tuesday on the proposed Kentucky in- 
surance code and are continuing there 
through Friday of this week and there 
will be additional hearings at Frankfort 
Nov. 9, 10, 14, 15 and 16. There will be 
hearings at Ashland Nov. 17, Harlan, 
Nov. 18, Bowling Green, Nov. 21, Pa- 
ducah, Nov. 28, Owensboro, Novy. 23, 
Somerset, Nov. 28, and Louisville, Nov. 
29. 

The code was drafted largely by Rob- 
ert D. Williams, Seattle attorney, who 
composed the state of Washington in- 
surance code that was adopted. The 
Kentucky draft follows the Washington 
code rather closely. Much of the present 
Kentucky law is jettisoned. 

At the first hearing Tuesday presiding 
honors were shared by Insurance Direc- 
tor Southall, J. C. Creal, associate di- 
rector, and Mr. Williams. Among the 
life people on hand were John Marshall, 
Jr., for Commonwealth Life, W. P. 
Tate, Independent Life & Accident, and 
Henry R. Glenn, Life Insurance Assn. 
of America. 


C.L.U. Chapter at Knoxville 

KNOXVILLE, TENN.—The Great 
Smoky Mountains C.L.U. chapter has 
been formed. W. L. Ambrose Sr., is 
president; Harry M. Watson, vice-presi- 
dent, and John E. Thornton, secretary. 
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The Magic Of Excitement 


81 er - Excellence Ga 
to Exhibits at LAA Meet 


Eighty-one awards of excellence were 
made for exhibits displayed in 10 clas- 
sifications at the Life Advertisers Assn. 
annual meeting in Chicago. Companies 
were divided into three groups: 
Group I, above $800 million; group II, 
$200 million to $800 million; group 
III, below $200 million. 

W. A. Neville, Great-West Life, was 
exhibits chairman. 

There was one less classification this 
year than last, the recruiting material 
category having been eliminated. 

Also eliminated were the sweepstakes 
plaques, which were formerly awarded 
to the company in each size group 





Judges of the exhibits were Raymond 
Belknap, executive assistant Continental 
Assurance; Ferrel M. Bean, general agent 
John Hancock, Chicago; Howard J. Bur- 
ridge, president National Underwriter; 
Henry H. Haupt, vice-president Batten, Bar- 
ton, Durstine & Osborn; Paul A. Hazard, 
Jr., agent New England Mutual, Chicago; 
Robert R. Reno, Jr., manager Equitable 
Society, Chicago; James E. Scholefield, 
vice-president North American Life & 
Casualty; Harry R. Schultz, agent Mutual 
Life, Chicago; Fred Shafer, manager ad- 
vertising service department Chicago 
“Tribune”; Earl Sproul, vice-president 
Mitchell-Faust, Inc.; James M. Sutherland, 
chief of the Chicago bureau of “Business 
Week”; John O. Todd, general agent 
Northwestern Mutual, Chicago. 





winning the largest number of points 
in the various classifications. 
Results in the 10 classifications were 
as follows: 
Material to Motivate Agents—Group 
I: Mutual Benefit Life, New England 
Life of California. 


Mutual, Occidental 









It has been said that no life 


life insurance as a medium of 








As we now are entering (indeed we have been in it for some 
time) a tightening market for life insurance, the time is 
eminently ripe for every life underwriter to pause and 
seriously ask himself, “Just how excited am I about this job 
of mine, with its unlimited opportunities for serving my 
fellow man and for achieving excellent financial rewards?” 


proportion to his true abilities unless he is excited about his 
job, unless he unequivocally believes in the superiority of 


vestment, and financial provision for old age. 


Let the magic of excitement stir you to a new and deeper 
appreciation of your opportunities as a life underwriter. 


Insurance In Force — October 1, 1949 — $425,955,779 


underwriter can perform in 


family protection, sound in- 
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Group II: Business Men’s Assurance 
Crown Life, Ohio National. Group Ill: 
American Mutual Life of Georgia, Sun 
Life of Baltimore. 


Publications Addressed to Agents— 
Group 1: Connecticut Mutual, Manu- 
facturers, Massachusetts Mutual, Union 
Central. Group II: Franklin Life, Na- 
tional Life & Accident, Ohio National. 
Group III: Atlantic Life, Life of 
Georgia, Northern Life of Seattle. 

Prospecting and Pre-Approach Ma- 
terials—Group I: State Mutual, Union 
Central. Group II: Business Men's 
Assurance. Group III: Atlantic Life, 
Standard of Indiana. 

Sales Aids—Group I: Equitable So- 
ciety, Equitable of JIowa, Massachu- 
setts Mutual, Reliance Life. Group II: 
Excelsior, Franklin Life, National Life 
& Accident. Group III: Atlantic Life, 
Monarch of Canada, Sun Life of Balti- 
more. 

Prestige and Good Will Builders— 
Group I: Bankers Life of Iowa, Con- 
necticut Mutual, Northwestern Mu- 
tual, Provident Mutual. Group II: 
California- Western States, General 
American, North American of Canada. 
Group III: Baltimore Life, Girard Life, 
Pilot Life. 

Policyholder Material—Group I: Con- 
necticut Mutual, John Hancock, Mas- 
sachusetts Mutual, National of Ver- 
mont. Group II: Business Men’s As- 
surance, Guardian Life, Imperial of 
Canada. Group III: American Mutual, 
Fidelity Life Assn., Northern of Seattle. 

National Magazine Advertising— 
Group I: Bankers of Iowa, John Han- 
cock, Northwestern Mutual. Group II: 
Excelsior. 


Newspaper Advertising—Group I: 
Great-West, London Life, Mutual of 
Canada. Group II: Berkshire, Con- 


tinental Assurance, Excelsior. Group III; 
Life of Georgia, Northern of Canada, 
Shenandoah. 

Insurance Journal Advertising— 
Group I: Connecticut General, Mutual 


Life, Travelers. Group II: Berkshire, 
Continental Assurance, Franklin Life. 
Group III: Northern’ of Seattle, 


Standard of Indiana. 

Employe Relations Material—Group 
I: John Hancock, New England Mutual, 
Sun Life of Canada. Group II: Con- 
federation, Guardian, National Life & 
Accident. 





Insull, Souder. Glasser 


Form Chicago Team 


Samuel Insull, Jr., W. F. Souder, Jr., 
and Joshua B. Glasser, have incorpo- 
rated the Insull-Souder Agency of Chi- 
cago with headquarters at 39 South La 
Salle street. 

Mr. Souder is president of the Souder 
general agency of Indianapolis for Con- 
tinental Casualty and Continental As- 
surance, and Mr. Glasser is general 
agent in Chicago for Continental Assur- 
ance, Chicago, as well as being vice- 
president of the Souder agency. Both 
will maintain these connections. 

Mr. Insull, before the war, was asso- 
ciated with Messrs. Souder and Glasser 
for four years as brokers in Chicago and 
Indianapolis. Mr. Insull was a broker 
with the W. A. Alexander & Co. gen- 
eral agency. Since 1947 he has been 
vice-president of Stewart-Warner Corp. 
He retired from the navy as a com- 
mander. 

Mr. Souder was a lieutenant-colonel 
in the army air forces during the war. 
For 15 years he was head of the City 
Securities Agency of Indianapolis. Mr. 
Glasser has been in the business since 
1933, becoming general agent of Conti- 
nental Assurance in 1943. 





Motor Products Corp., Detroit, has 
borrowed $214 million from New York 
Life on its 3% promissory note due in 
1961. 
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Polio Foundation 
Studies Insurance 
for Subscribers 


N.F.LP. Recognizes 
Value of Cover 
in Common Fight 


Policymakers of the National Foun- 
dation for Infantile Paralysis in Wash- 
ington have been discussing the possibil- 
ity of issuing free polio insurance to 
contributors of the foundation. A tenta- 
tive insurance plan has been temporarily 
tabled, because of “the complications of 
running an insurance business in 48 
states,’ according to a foundation 
spokesman. Barriers to the adoption of 


such a plan are requirements for a sepa- 
rate office and staff to handle the pro- 
posed insurance activities. These mat- 
ters are under study, as well as the 
legal problems involved, The founda- 
tion has sought actuarial statistics to 
determine the probable cost of medical 
care of polio patients under the proposed 
program. The foundation would hope 
to draw in enough additional money 
through the device to offset the claims 
costs. 

It has occurred to some that the Na- 
tional Foundation might install an in- 
surance program in cooperation with 
one of the companies writing polio cov- 
erage. There would be many details to 
be worked out, but in the favor of such 
an arrangement would be the fact that 
the polio underwriters do no selecting 
and that such a program would pro- 
vide desirable nationwide underwriting 
spread. The difficulty of deciding what 
the relation between the contribution 
and the amount of coverage would be 
would present a problem which, though 
not insuperable, might be prohibitively 
involved. 

Even though this matter is merely in 
the conjectural stage, it is interesting, 
because it is from the local chapters of 
the National Foundation for Infantile 
Paralysis that a cry was raised against 
polio insurance when the interest in it 
became so great this year. The Na- 
tional Foundation itself has never made 
any comments on polio insurance other 
than to advise that the decision on 
whether to take out such coverage or 
not is a matter for individual action. But 
various officials connected with the local 
chapters have been quite vociferous in 
their insistence that because of the ac- 
tivities of the National Foundation, polio 
victims don’t need insurance. 


Local Chairman Blasts Insurers 


Typical of comments that have ap- 
peared in the local press around the 
country is the following statement from 
the “Miami Herald,” attributed to For- 
rest Mellon, treasurer of the Cuyahoga 
County Chapter of the National Assn. 
for Infantile Paralysis: 

“The association pays the bills of all 
polio victims, regardless of their finan- 
cial condition, Polio victims don’t need 
insurance.” This comment appeared in 
the newspaper of the Florida city with 
a large heading, “Polio Insurance 
Termed Unnecessary.” 

Actually this bombardment by local 
foundation officials has been toned down 
considerably by the terrible toll which 
polio has taken this year. The National 
Foundation has been drained of funds 
-_ much publicity is currently being 
Siven to a drive to raise more. This has 
caused many people to realize the sense- 
essness of quibbling over the way 
money or the expenses of polio is to be 
raised. If it takes a combination of the 
insurance companies and the National 

(CONTINUED ON PAGE 24) 


100 State Officials 


at Louisville Meet 


LOUISVILLE—The conference of 
insurance commissioners of zones 2 and 
3 was attended by more than 100. Some 
40 actuaries and accountants from 20 
states met ahead of the convention, to 
discuss various problems. In addition 
to the states in the two zones, there 
were commissioners here from some 
seven other states. 

At the first business session presided 
over by Wade O. Martin, Jr., of Louisi- 
ana, chairman of zone 3, there was dis- 
cussion of examinations, reinsurance and 
multiple line laws. 

At the afternoon session discussions 
revolved around schedule rating plans, 
and processing of annual statements. 
T. Coleman Andrews, Richmond ac- 
countant, argued for continuation of 
contro] of the insurance business by the 
states. 


Forbes Gives Address 


David A. Forbes of Michigan, presi- 
dent of N.A.LC., gave an address. 

The next morning there were dis- 
cussions of insurance of F.H.A., and 
G.I. loans; deferred payment of fire pre- 
miums, workmen’s compensation, mail- 
order business, and Commodity Credit 
Corp.’s operations as relating to insur- 
ance. 

Spalding Southall, Kentucky director, 
was host commissioner. 

At the banquet Benjamin N. Wood- 
son, executive vice-president of State 
Life of Indianapolis, was master of 
ceremonies. A trip was arranged for the 
ladies to “My Old Kentucky Home” at 
Bardstown and St. Joseph’s Cathedral. 

There was a box party at Churchill 
Downs Friday afternoon. 





E. P. Leader, advertising manager 
Bankers Life, is publicity chairman for 
the Des Moines Community Chest drive. 


British Associations 


Fight Nationalization 


Industrial Life Offices Assn. of 
Britain has drawn battle lines for an 
all-out fight against nationalization of 
the business. 

Likewise, the British Insurance Assn. 
has alerted all personnel to the cam- 
paign, having formed more than 400- 
anti-nationalization committees through- 
out the United Kingdom. Voluntary 


3° 


effort by thousands of agents has been. 


reported, and the industrial association 
maintains that its 60,000 representatives 
are carrying the argument to policy- 
holders in their spare time. 

An information center has been set 
up in London, staffed by association 
members and 14 liaison men for aiding 
committees in the fight. 


Disability, Jobless Rules 
Under Department Axe 


A public hearing on proposed rules 
and regulations changes affecting dis- 
ability and unemployment insurance 
will be held by the California depart- 
ment of employment Nov. 4 at the state 


capital. 
The department wishes to cut out 
language in the regulations that re- 


peats words of the statute. Sections of 
the act relating to appellate procedure 
and parts giving the director time ex- 
tension power on filing of voluntary 
plans are believed involved in proposals 
readied for adoption by the appeals 


board. 
Hanna to Moderate C.L.U. Meet 
Phil S. Hianna, business columnist 


Chicago “Daily News’, will be modera- 
tor at the ee C.L.U. town meeting 
Nov. 14 at 8 p. 

The panel will _ “What s Ahead 
in the American Economy.” 








intact. 


other prospects. 








Chain of Gold 


Visitors to England will recall that when they sat 
down in the dining room of a large hotel and ordered a 
meal a waiter came up who wore across his chest a 
golden key suspended from a golden chain. 
the wine waiter asking for his order and wearing for 
the symbol of his office the key to the wine celler. 


Perhaps at every underwriters’ convention one of the 
speakers might well wear on his chest the golden chain 
and the golden key used by the English wine waiter. 
His purpose would be to remind underwriters of some- 
thing too often forgotten, that the golden key to selling 
is prospecting and that it depends upon the endless chain 
method of prospecting, which is a golden chain. 


The endless chain is endless as long as it is kept 
No link can be neglected and forgotten if the 
chain is to continue endless. No policyowner must be 
neglected or forgotten, for a satisfied policyowner is 
the perfect prospect and the perfect prospect to suggest 
No man lives to himself. 
brothers and sisters and other relatives and friends and 
acquaintances with whom he is linked. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Public Relations, 
Work with Agents 
Stressed by L.A.A. 


H. A. Richmond, Metro- 
politan, Succeeds. Alan 
Kennedy as President 


By HOWARD J. BURRIDGE 


An increased consciousness of the im- 
portance of public relations and numer- 
ous evidences that its members are 
working more closely with their field 
organizations were displayed at the an- 





A. M. Kennedy 


H, A. Richmond 


nual meeting of the Life Insurance Ad- 
vertising Assn., which was held during 
the last three days of last week. Alan 
M. Kennedy, Northwestern National, 
pone at several of the sessions as did 

. G. Kenagy, Mutual Benefit, who was 
sence chairman. The theme of the 
meeting was “Our Partnership with the 
Agent in the Three-fold Job of Making 
Sales, Building Prestige and Educating 
the Public.” 

Annual meetings of the L.A.A. are 
unique among gatherings of life insur- 
ance organizations in the extent to 
which the members come prepared to 
tell all who are interested what they are 
doing, what new material they have de- 
vised and how successful it has been, 
and all the details connected with it. 
In fact, they go much further than this 
in that they publicly exhibit everything 
they have produced of a result-getting 
nature. 

The exhibits are always an outstand- 
ing feature and were more interesting 
than usual this year because there was 
a reduction in group classifications. W. 
A. Neville, Great-West, was in charge 
of this feature of the meeting and was 
commended widely for the results he 
achieved. Chairman Kennedy produced 
a well-planned program which was par- 
ticipated in by those representing every 
phase of the advertising men’s activi- 
ties. Next year’s meeting will be held 
in the east, probably at Atlantic City. 

Following a review of the exhibits on 
the first morning, the meeting got under 
way with a luncheon presided over by 
C. Russell Noyes, Phoenix Mutual, past 
president of L.A.A. He introduced the 
presidents of four Chicago life com- 
panies who were seated at the speakers 
table: G. F. Manzelmann, North Ameri- 
can Accident; L. D. Cavanaugh, Feder- 
al; George R. Kendall, Washington Na- 
tional and Raymond Olson, Mutual 
Trust. Greetings were extended by 
R. L. Hogg, executive vice-president and 
general counsel American Life Conven- 
tion, who said in the course of his re- 
marks, “Everything that happens in this 
business is tied in with what you are 
doing.” 

The keynote address of the meeting 
was delivered by Alan M. Kennedy, 
Northwestern National, L.A.A.’s presi- 
dent. He interpreted the convention 
theme, “Our partnership with the agent, 
in the threefold job of making sales, 

(CONTINUED ON PAGE 23) 
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Terminations Too 
Little, Too Late, 
Managers Told 


Shoemaker Elected 
President by L.LA.M.A. 
Atlantic Alumni 


George P. Shoemaker, Provident Mu- 
tual, New York City, was elected presi- 
dent of the Atlantic alumni of 
L.I.A.M.A. at its management confer- 
ence. He succeeds Harold Smyth, Na- 
tional Life of Vermont, Hartford. The 
new vice-president is Arthur V. Young- 
man, Mutual Benefit Life, New York 
City, and secretary, Herbert W. Florer, 
Aetna, Boston. 

_ Terminations of agents are still too 
little and too late, Dr. S. Rains Wal- 
lace, L.I.A.M.A. director of research, 
said. He discussed the new aptitude in- 
dex and cited figures showing how it 
provides a greater spread in the results 
than the older. test making it easier to 
find the superior men. He urged gen- 
eral agents and managers to get rid of 
their “clinker” agents and spend more 
time and money on those who stay and 
are potential successes. He noted that 
terminations were higher on financed 
men and suggested that if they were 
getting tougher in hiring new agents 
that they become just as tough in re- 
taining agents. 
_ Mr. Shoemaker presided at the open- 
ing session at which Mr. Smyth spoke 
on money, markets, manpower and 
morale. Charles J. Zimmerman, associ- 
ate managing director of L.I.A.M.A., 
discussed some of the problems facing 
the business, following which L. S. Mor- 
rison, research consultant of L.I.A.M.A. 
discussed profitable agency operations. 
Concluding speaker the first day was 
Kenneth C. Foster, superintendent of 
agencies Prudential, who discussed the 
agents’ markets. That evening there was 
a social hour. 


Panel on Recruiting 


A panel on recruiting was a feature 
of the second day of the meeting. Mr. 
Youngman was chairman and introduced 
Mr. Florer who led a panel discussion. 
Panel participants were Charles J. Bues- 
ing, Mutual Life, New York City; W. 
Eugene Hays, New England Mutual, 
Boston; James A. Mullin, John Han- 
cock, New York City; and Ralph Rice, 
Prudential, Philadelphia. 

One panel member suggested that re- 
cruiting be done by teams, that is, for 
each training supervisor have three or 
four men, as a maximum, put on, An- 
other regularly mails out a publication 
to nominators and centers of influence 
to keep in touch with them. Brokerage 
agencies may find recruits from that 
source. All agreed that time should defi- 
nitely be allocated to recruiting and that 
it should be kept high on the list and be 
considered a definite task if it is to be 
successfully handled. 


Talking With Prospective Agent 


Points to follow in appointing a new 
agent are to get all the personal facts 
concerning him, use the aptitude test, 
and then sell the agency and its meth- 
ods of merchandising. Financing should 
be brought up only after this, otherwise 
it may serve as an inducement to some- 
one who would not ordinarily be quali- 
fied. The panel suggested that the re- 
cruiter spend an evening at home with 
the prospective agent and his wife dis- 
cussing his tentative new profession. An- 
other pointed out that the average new- 
comer was afraid of the business and 
that it was wise to tell him the earnings 


HteNATIONAL UNDERWRITER 





November 4, 1949 





—— 





of men already in the agency. The agent 
should be told how he will be helped in 
selling. Sales demonstrations should be 
handled by the newest man in the agency 
rather than an old agent. This gives the 
new man a chance to see what he might 
look like in a few months. 

The market survey of the new agent 
should be reviewed and some of the per- 
sons on the list interviewed to get their 
impressions of the prospective agent. 
These questions should be phrased in a 
way that the reference will actually tell 
what he thinks. A question might be 
worded, for example, “Mr. Reference, I 


‘ think you will agree that we all have 


weaknesses. What do you think are 
those of the prospective agent?” 

One general agent has the prospect 
agent contact some of the men on the 
list and bring back their impressions 
about his going into the life insurance 
business. 

The panel suggested that management 
seek a personality with enthusiasm for 
the business, with higher than average 
income aspirations, and ability to stand 
pressure. It was agreed that the agent 
should be put into the field as soon as 
possible, perhaps with the supervisor on 
hand to watch him operate. 

John Marshall Holcombe, managing 
director of L.I.A.M.A., discussed man- 
agement and morale. He urged man- 
agers to be more human in their dealings 
with agents. It is the manager’s job to 
get along with the agent and not the 
reverse, he said. Mr. Zimmerman sum- 
med up the talks for Lewis W. S. Chap- 
man of L.I.A.M.A., who has been ill and 
was unable to appear. The conference 
took place at the Westchester Country 
Club in Rye and the location was unani- 
mously indorsed for next year’s confer- 
ence. 


VA to Nick NSLI 
Dividends for Civil 
Relief Act Debts 


The veterans administration says it 
will seek to collect, through deductions 
from National Service life dividends, 
amounts owed by veterans to the gov- 
ernment on account of payments made 
by the latter to life companies for 
premiums on commercial policies under 
the soldiers and sailors civil relief act. 

A total of about 10,856 individuals 
still owe the government money on this 
account, VA _ said. The total of 
$1,894,687 remains unpaid on this ac- 
count, it was stated. 

Whether such deductions from NSL 
dividends would wipe out all debts of 
this character, VA says it cannot 
answer. 

Other GI debts to the government, 
also to be charged against NSL divi- 
dends, bring the total owed to some- 
where between $20 and $30 million. 


Roy Phelps Goes to North 
American of Chicago in 
Charge of A. & H. Division 


North American Life of Chicago has 
appointed Roy Phelps as assistant sec- 
retary in charge of the A. & H. divi- 
sion, He was born in Wisconsin and 
his entire business career has been with 
Great Northern Life which he joined in 
1922 and of which he has recently been 
assistant vice-president. He has been ex- 
ceedingly active in claim association 
work. He is a past president of Chicago 
Claim Assn., currently is a member 
of the executive committee of the Chi- 
cago A. & H. Assn. and he was recently 
elected vice-president of International 
Claim Assn. 

He is a past president of the board 
of education of the Community High 
School of Downers Grove, III. 





The ninth senior class has entered the 
Southern Methodist course with 24 
students from nine states and 13 com- 
panies. 


Mutual Life Proves It’s Possible to Erect 





Building Noisily and Yet Make Friends 





NEW YORK—Mutual Life could 
give the United Nations some hints on 
how to create good will in the face of a 
touchy situation. 

Building a 25-story home office at 
Broadway and 55th street, Mutual Life 
anticipated that noise and dust accom- 
panying the construction would elicit 
nothing quieter than outraged howls 
from tenants of nearby buildings. Dip- 
lomatic public relations men, however, 
have successfully promoted a_ good 
neighbor campaign. 

Before the ground-breaking, tenants 
in the area received letters from the com- 
pany’s chief executive officer announcing 
that construction was about to start and 
apologizing for the inconvenience. 


Neighbors Send Answers 


Reaction was spontaneous, with 
swering notes flowing in, such as: 

“Your letter is the very first of its type 
that the writer has received during a 
long experience in New York City. It 
was good of you to write...” 

“Just a word of appreciation for your 
most thoughtful letter. We’re happy to 
know that Carnegie Hall will have such 
unusually fine neighbors. . .” 

“Your nice letter does not lessen the 
noise nor reduce the amount of dust 
that is raised (but) it makes me happier 
about bearing the inconvenience and re- 
news my faith in human nature to think 
that anyone cares these days about an- 
other’s welfare. . .” 

Progress reports were issued to the 


an- 


went 


the steel 
company diplomats added new features 
to the campaign by erecting a “sidewalk 


neighbors as up, and 


superintendents’ fence” with portholes 
for observers both short and tall, as well 
as special observation holes for “curious 
canines” and cats. 


Public Gawking Invited 


Signs on the fence invited passersby 
to “come and take a look” and “watch 
us grow.” A cartoon series described the 
job, and three-dimensional models gave 
bystanders an idea of what the building 
would look like when completed. 

Another letter to nearby tenants 
pledged that Mutual Life would be “just 
quiet neighbors” once the building was 
finished and announced that the steel 
work would be up by summer’s end and 
the entire structure completed by mid- 
1950. A fence sign welcomed the first 
major tenant, the National City Bank 
of New York. 

Robert K. Christenberry, Broadway 
Assn. president, tossed Mutual Life this 
bouquet: 

“There is an atmosphere of real, sin- 
cere good will and neighborliness here. 
That attribute is as proper and welcome 
on Broadway as it s on Main street.” 

Rental agents have begun advertising 
in New York City newspapers that office 
space will be available in the new Mu- 
tual Life building in the spring. The 
company is occupying the lower part of 
the building and renting the 14th to the 
25th floors. 





Sates Life Ups 
Dividend Scale 8%, 


HARTFORD—Aetna Life Insurance 
company announces an 8% increase in 
the average dividend to be paid in 1950 
to holders of participating life policies. 

Total earmarked for these dividends 
in 1950 is some $2,865,000, 8% more 
than would have been required under 
the dividend scale in effect this year, 
and 20% more than the 1948 scale would 
have required. The increased dividends 
result largely from continuation of fav- 
orable mortality experience. 


Ohio National Names 
Bissell at Midland, Tex. 


C. E. Bissell has been appointed gen- 
eral agent by Ohio National at Midland, 
Tex. He has specialized in life insurance 
for many years and ffrom 1937 until 
1942 he operated the Bissell agency 
there. He was general agent of reserve 
loan life from 1946 to 1949 he served in 
the Mexican border campaign and in 
both world wars. 








Massachusetts Mutual has awarded to 
the Turner Construction Co., the con- 
tract for the erection of the 26-story 
office building at Fifth avenue and 48th 
street in New York City, which is being 
built as an invesment. 


Phoenix Mutual Names 
Hartmann at St. Paul 


Phoenix Mutual Life has appointed 
Leo L. Hartman as manager at St. 
Paul. He joined 
Phoenix Mutual 
there in 1943, and 
two years later 
Was appointed a 
supervisor. He 
graduated from the 
home office school 
for supervisors and 
in 1948, on the 
death of Joseph A. 
Corcoran, was ap- 
pointed supervisor 
in charge at St. 
Paul. 

Mr. Hartmann 
attended St. Thomas 
College in St. Paul. 


Parley at Salt Lake City 


Under the supervision of Ernest Hal- 
verson, Salt Lake City manager, Kansas 
City Life agents of Utah, Nevada and 
southern Idaho, attended a_ three-day 
sales congress there. Present from the 
home office were V. N. Barnes, director 
of training, and his assistants, B. 
Hensley and E. O. Zander. 





Hartmann 


L. Le. 








Metropolitan Life purchased and 
leased back the 12-story buildings at 
383 and 385 Madison avenue in New 
York City. 
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Meredith Declares Mortgage Fu 


nds Ample: 


Blasts Federal Home Loan Competition 


Mortgage credit emanating almost en- 
tirely from private lending institutions 
: has made possible 
the highest stand- 
ards of housing the 
world has ever 
known, L. Douglas 
Meredith, National 
Life executive vice- 
president and  fi- 
nance. chairman, 
told the annual 
meeting of the Na- 
tional Assn. of Su- 
pervisors of State 
Banks at Reno, 
Nev. 

Such credit surged 
to a new high in 
1948, he said, of more than $52 billion, 
an 18.7% increase in the U. S. in a year. 
The bulk of the financing was secured 
by one- to four-family dwellings, Mr. 
Meredith pointed out. 

He spiked the guns of “our dailies 
and other journals” with statistics show- 
ing that home builders have done a 
superb job in the past 10 years and that 
claims of insufficient funds for financ- 
ing home ownership have no basis in 
fact. 

“Housing recently has become one of 
the nation’s foremost political issues,” 
Mr. Meredith explained. “Congress has 
seen floods of housing bills introduced, 
and housing bills will loom to the fore 
in future sessions.” 





Meredith 


L. D. 


Clear Consideration Urged 


It is time for those entrusted with 
providing mortgage credit and conserva- 
tion of funds to give consideration to 
the facts as they exist, he warned, pay- 
ing no heed to “pathos-loaded feature 
articles’ and the contentions of politi- 
cians. 

On housing production, Mr. Meredith 
quoted statistics showing that 1947 and 
1948 were the greatest years in history 
for such building, except for 1925. From 
1940 through 1948, 6.7 million dwelling 
units were added to national housing, 
he cited, an average of about 740,000 a 
year. Of the total, more than four mil- 
lion homes were privately financed new 
construction, he declared, and continua- 
tion of the high rate is apparent from 
statistics for the first half of 1949. 

Mr. Meredith said home loans at the 
end of 1948 were at a record level of 
more than $34 billion, compared with 
the 1930 peak of a trifle over $21 billion. 
Besides, interest rates are at their lowest 
in history with borrowers in many areas 
paying only 4% instead of the custom: 
ary 6% and being protected by newly- 
devised plans that include in monthly 
payments interest, reduction of debt, 
taxes and insurance premiums. 


New Homes Exceed Families 


Figures given in connection with the 
current market show that the supply of 
new housing roughly has equalled if not 
exceeded the number of new families in 
urban areas. Non-farm families, accord- 
ing to the census bureau, increased less 
than six million from 1940 to the first 
of this year, whereas seven million new 
housing units were provided, although 
some of these were temporary and were 
dismantled after the war. 

Housing prices have declined, espe- 
cially on older homes in the $10,000- 
$15,000 bracket, in the last six months, 
and all housing is down 5% to 25% 
below postwar peaks, Mr. Meredith said. 

Mr. Meredith explained that until last 
year many builders exacted a profit far 
greater than they expected because cus- 
tomers clamored to buy, but most build- 
ers now will not construct a house with: 
out a definite order for it. 

Prefabrication is underdeveloped in 
the private home field, he said. 

egree of public acceptance of pre- 
fabricated homes was stressed as the key 
to future progress in rapid supply, and 
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ability to produce the units at lower 
prices remains to be ascertained. 

The course of real estate prices, ac- 
cording to .Mr. Meredith, is nearly un- 
predictable in view of the slow down- 
ward trend in the past two years, the 
inflationary government policies and the 
fact that sudden breaks too frequently 
occur when price structure seems most 
solid. He opined, however, that most 


factors evidence substantial support un- 
der the price structure. 

Prospects for continued availability of 
funds for financing new housing are 
bright, Mr. Meredith stated. More than 
$11% billion was loaned by savings in- 
stitutions and individuals on homes in 
1948. 


Discusses Government Loans 


Tracing the history of HOLC and 
FHA, he pointed out that the govern- 
ment may now be moving into the mid- 
dle-income family strata with public 
housing, under the housing act of 1949. 
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Arguments for such action, he said, in- 
clude the contention that credit should 
be uniformly available in all communities 
regardless of the community’s prospects, 
and that a ceiling on interest rates should 
be established so that non-government 
lending agencies will be forced to meet 
government competition. 

“Direct lending by the government 
would create a competitor with which 
private institutions could not compete,” 
Mr. Meredith argued. “Federal control 
over the money market imposed a vi- 
cious hidden tax upon the nation’s 
savers.” 


A current John Hancock advertisement which indicates how the spirit of American Independence is fostered and 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 








You pon’T HEAR much about Old Stormalong nowadays, 
and that’s a pity. Time was, any proper-edycated seafaring man 
east o’ Cuttyhunk could tell you all about him. 


This here Stormalong, he was a monstrous able deep-water man. 
What floated, he could sail. What swum, he could catch. 

What thundered and blowed, he could out-thunder and out-blow. 
Nothing of much account ever got done at sea without 


Stormie had his big hand in it. 


You heered about Columbus? Stormie was his navigator. Heered 
about the May flower? Stormie rowed it acrost. Heered about John 
Paul Jones? "Twas Stormie helped him start the U.S. Navy. 


Heered about sparm whales? Most as was caught, Stormie caught, 
and bare hands at that. Sea sarpints? Stormie scared ’em all 
so bad they ain’t showed their faces since. 


He larned the sea to sing Yankee Doodle 


You heered about clipper ships? Stormie’s was so big, it was 
Wednesday in the fo’c’s'l when it was still Monday afc. 


One time he bumped into Central America in a fog and knocked 

a mite o’ land loose. That’s the Panama Canal, mate. Another time 
he grazed the coast of England and rubbed off a bit of his 

topside paint. Them’s the white cliffs 0’ Dover, mate. 


Stormie’s still sailing, and always will. Wherever you find 


Americans doing a job on land or sea, Stormie’s there, working his 
good-natured miracles. For under the oilskins and the seaboots, 
he’s the old, familiar spirit of American self-reliance—the spirit of 
every man who steers a straight course in life, skipper of his fate, 
ready for any weather that may come. 


MUTUAL LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Equitable Society 
Answers LIFFA 
Leader's Charges 


NEW YORK—A copy of a letter 
written by Associate Counsel Leo D. 
Fitzgerald of Equitable Society to Julius 
Sackman, head of the life bureau of the 
New York department, has been sent 
to agents of the company. The letter 
answers charges made by G. Lawrence 
Salley, assistant manager at Tallahas- 
see, and who is executive vice-president 
of the Life Insurance Field Force of 
America. Mr. Salley’s letter was sent to 
a number of government offices includ- 
ing Gov. Dewey’s and it was in regard 
to that letter that Mr. Sackman asked 
Equitable Society for comments on the 
charges contained in it. 

Mr. Fitzgerald’s letter points out that 
the agents’ contract as revised in 1941 
provided for no payments to terininat- 
ing agents. Although the amounts 
contributed to agents’ retirement by the 
company were actuarially about the 
same, the distribution of the sums was 
different. The sums formerly paid to 
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Pictured are Life Advertisers Assn. officers and executive committee members for 
1949-50: H. A. Richmond, Metropolitan Life, president; Alan M. Kennedy, North- 
western National executive committee; Arthur F. Sisson, State Mutual Life, treasurer; 
A. L. Cawthorn-Page, Metropolitan, executive committee; H. G. Kenagy, Mutual Benefit, 


executive committee; R. B. 


Taylor, Jefferson Standard, vice-president; David W. Tib- 


bott, New England Mutual, secretary; Joseph M. Locke, Gulf Life, editor; J. P. White, 
Lincoln National, and George Pease, Equitable of Iowa, executive committee. John J. 
Briggs, Southland Life, was elected to the executive committee, but does not appear 


in this picture. 


terminated agents were transferred to 
the fund for the payment of continuing 
agents, thereby improving their com- 
pensation. The letter outlines later 
changes in the agency contract and sum- 
marizes their effect as increasing the 
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Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa fitld men. 


A three months survey indicates: 


© Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


LIFE INSURANCE 
COMPANY 


Founded 1867 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


‘TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


for 


Des Moines 











compensation oi agents who continue 
under the 10th edition, or post-1941 
contpact, as compared to the one used 
earlier, and states that cost to the com- 
pany is greater in the aggregate under 
the new contract than under the old. 
Mr. Fitzgerald says that the company 
is “distributing the larger aggregate 
sum where we feel that it equitably and 
realistically belongs—that is, to the agent 
who continues to represent the society 
and to service its policyholders.” 


Cites Opportunities for Advancement 


There are many opportunities for ad- 
vancement and for high earnings in the 
life insurance selling field, Mr. Fitzger- 
ald asserts, citing the need for self- 
propulsion, initiative, perseverance, and 
inherent capacity to work. The com- 
pany is attempting to hold down turn- 
over in its agency force by scientific 
methods, he says, “but we have found 
that in any event there will be a norma! 
turnover just as in other lines of busi- 
ness.” 

Regarding opportunities for promo- 
tion he said, “In the Equitable, four of 
its vice-presidents were formerly agents, 
five former agents have become direc- 
tors of agencies. By the end of 1948, 
122 agents had become managers or 
general agents and 510 agents had be- 
come unit managers.” 

The others, he says, are full-time or 
part-time agents. Average commission 
paid full-time agents during 1948 to 
those appointed before 1938 was $5,411; 
for those appointed during or before 
1945, $4,851. The average for the entire 
agency force from the Equitable alone 
last year was $3,934. The comparative 
figures for the Florida agency involved 
were $5,577, $5,275, and $4,572. 

The average commission earnings of 
the full time agent have increased 100% 
from 1940 to 1948, Mr. Fitzgerald states. 

The present relationship of the agents 
to the company is not such as to cause 
the hearings to be taxable under the 
present social security law, he con- 
tinued. If pending social security 
legislation is developed in such a way 
that the agent will receive a proper 
benefit for the taxes that the company 
and the agent will have to pay in the 
light of their contract relationship, the 
plan will have the company’s support, 
Mr. Fitzgerald states. 


Will Have Company’s Support 


The management of the company is 
trying at all times to advance the in- 
terest of its agents, he continues, sub- 
ject to the limitations fixed by law, by 
the company’s competitive position, and 
by its responsibility to policyholders. 

Mr. Salley, is an open letter to Presi- 
dent T. I. Parkinson of Equitable, de- 
manded a 25% increase in compensa- 
tion for agents, premised on his (Mr. 
Salley’s) estimate that the average 
gross income of Equitable agents does 
not exceed $2,000 a year. He also com- 
plained about forfeitures of commissions 
and about collection charges in the case 
of terminating agents. 
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Officers, Executive Committee of L.A.A. NAIC Subcommittee 


Hires Top Men for 
Valuation Posts 


The subcommittee of National Assn 
of Insurance Commissioners committee 
on valuation of securities hired two of 
the three senior security analysts to be 
placed on the staff. The jobs call for 
salaries of $10,000 annually. 

Appointed were Franklin H. Thomas 
former assistant vice-president of Cen. 
tral Savings Bank of New York, He 
has had long experience in securities 
analysis and is a former president of 
Bond Men’s Assn. of New York State. 

The second analyst is Lester Schwarz 
a C.P.A. who for several years was on 
the staff of the SEC. Later he was with 
the investment house of Emanuel Deet- 
jen & Co. where he had experience with 
privately placed loans. 


Schwalm Heads Council 


Earl G. Schwalm has been elected 
president of the Fort Wayne (Ind.) Es- 
tate Planning Council. Paul W. Philips 
is vice-president; Lee Mascotte, secre- 
tary; and James A. DeWald, renamed 
treasurer. 





TEOUR ANSWERS 
-FOR_THE-AMBITIOUS 
= -E- UNDERWRITER 


A QUALITY COMPANY...MUTUAL...top 
rating...over half century of service... 
almost three hundred millions in’ force 
.-over eight millions in surplus...a very 
low net cost...full level premium reserve, 
modern streamlined contracts, zero. to 
age 65... issuance of sub standard plans 


...modern direct collection of premiums. 


A QUALITY COMPENSATION PLAN... 
extremely generous, yet strongly vested 
career life underwriter contract... auto- 
matic financing... liberal general agency 
contract...qenerous for personal produc- 
tion...strongly vested... excellent tor 
securing and satisfying the career lite 
underwriter...unique, ditferent...pays tor 
the quality underwriter... liberal pension 


plan tor both. 


A QUALITY TRAINING PLAN... home 
office schools for career men...contin- 
uous group training development of the 
general agent...using the best in selec- 


tion and training techniques. 


A QUALITY TERRITORY... friendly mid- 


western home office...ideal size ot 
company... quality territory available for 


expansion. 


=From Every Angle 
= One of lhe Cesf- 


CENTRAE LIFE 
ASSURANCE=SOCIETY 
MUTUAL s =1896 - 1949 

DES MOINES = OWA 
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Minimum Benefits 
Law O. K.: Childress 


R. S. Smith President 
of Cal. Assn. of A. & H. 
Managers Clubs 


LOS ANGELES—New officers of 
California Assn. of A. & H. Managers 
Clubs elected at the annual meeting here , 
are: President, Robert S. Smith, Wash- | 
ington National; vice-president, Wie. EB. 
Hardy, West Coast Life; secretary, | 
David S. Brovan, Mutual Benefit H. &| 
A4., all of San Francisco. The 1950 con- | 
yention will be held there. | 

There was especial interest in the talk | 
on the new California minimum stand-} 


ards by Henry H. Childress, associate | 
counsel of Pacific Mutual Life. He held 
that the new law is a forward step and | 
that other states are likely to follow the | 
precedent. 

Mr. Childress said he did not consider 
the new California law a true minimum 
standards measure. He declared that the 
new law will not throttle the business. | 
He said some companies had created 
sores in the business that needed rem- 
edying and that the present law is a 
remedy. He believes the law will have 
a salutary effect on the business as a 
whole, and that it controls the business 
by controlling the terms of policies. It 
prohibits only those things that are bad 
for the business, he declared. 


Things Downey Disapproved 


He said that some of the things Com- 
missioner Downey disapproved were the 
age reduction clause, which Mr. Chil- 
dress said is improper; misleading ad- 
vertising and differences between 
amounts of benefits, which under the 
new law must be not more than three 
to one. These and other objectionable 
features, he held, were remedied by the 
new law. 

On the question of adequate benefits, 
he said the only way to settle it is to 
give the commissioner some power to 
make rulings, but he was not so sure the 
result is satisfactory. He said the rul- 
ings, when they come down, must be 
reasonable, and should only be made 
after a hearing has been held. The 
minimum benefit under the policy is the 
important thing. 

He cited “in lieu” clauses in policies to 
take the place of other benefits and said 
there must be adequate proportions of 
benefits. He declared there should be 
no age reduction of more than 50%. 


Wise Legislation, Downey Says 


Commissioner Downey, speaking on 
“Fieldman’s Responsibility to the Pub- 
lic,” said experience has proved that the 
new California law is wise legislation. 
Because of evils arising there is no other 
way to correct them than by enacting 
laws. : 

_ He said the system of examinations 
for licenses is not designed to restrict 
the number of licensees, but is designed 
to prove that the applicant can qualify 
for the license. He pointed out the ad- 
vantages of having agents know exactly 
what they are selling. He advocated 
strongly that field men gain a better 
knowledge of the claims practices of | 
their companies. The salesman who 
properly explains its provisions when he 
sells a policy is doing a good job. If 
the salesman sells a policy that exactly 
fits the needs of his client he has gained 
a friend and the industry has gained a| 
trend. He declared the public wants 
security from accident and sickness, and 
it the companies don’t do the job the 
people will get the protection otherwise. 
He held that the new law points in the, 
right direction and will eliminate many 
ot the complaints now being made. 

James J. Delaney, assistant  vice- 
president of Bank of America, spoke on | 
California Futures” and Charles Wilbur, | 
Aetna Angeles, on “Why 


Life, Los 


i 


LIFE INSURANCE EDITIO 


Should We Sell Accident Insurance.” 
Ralph Reynolds of the insurance de- 
partment of the Automobile Club of 
SouthernCalifornia also talked on selling. 

H. Britton McConnell, vice-president 
and general counsel of Unity Mutual 
Life & Accident, who gave the closing 
address on “The Effect of Socialized 
Insurance on Private Enterprise,” said 
the effect “is to undermine and destroy 
the foundation of our society and our 
economy. It is not too late to recognize 
and to stop this process.” 

Mr. McConnell said that if and when 


the socialist government of England 
confiscates the insurance business the 
word “insurance” as it is understood 
here will have lost its meaning. 

Premiums for all forms of life and dis- 
ability insurance come from the savings 
of the insured. Each payment of pre- 
mium is an act of capitalism—an asser- 
tion of the longing for self-reliance. The 
expansion of the so-called social security 
system, he said, is a direct threat to the 
source of such premiums. 

He declared that the insurance com- 
missioner “has ample powers to compel 
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honest administration of claims by pri- 
vate insurers and it is to the great credit 
of private insurance that examinations 
confirm honest and prompt performance 
of the insurance contracts.” 

He contrasted this with the “iron cur- 
tain of secrecy” thrown around the ad- 
ministration of the state UCD plan. He 
said that in the past 12 months the re- 
serve fund, accumulated during the lush 
war years, was reduced by more than 
$100 million and the net reduction for 
1949 will be more than $125 million, 

(CONTINUED ON PAGE 21) 


A Still Higher Level of Efficiency 


for Premium Accounting 
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New IBM Machines Bring Greater Speed, Flexibility, 


and Savings Than Ever Before 


The document illustrated above represents 2 sec- 
onds’ work by the new IBM Accounting Machine. 
This is IBM’s answer to the demand of the 
insurance industry for greater speed, simplicity, 
and savings in premium accounting routines. To 
provide hitherto unknown flexibility, this machine 
prints—on a single line—letters, digits, and spe- 
cial characters in any of 120 positions. 


Automatic machine checks and controls inher- 
ent in IBM Accounting permit swift and accurate 
preparation of premium notices and receipts 
from IBM Cards. This is only part of the complete 
procedure which also includes auditing collec- 
tions, distributing premiums, and paying com- 
missions. Production and persistency records by 
agency are available in any desired detail from 


the same IBM Cards. 
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Any function of insurance accounting can be 
handled efficiently by IBM equipment. Con- 
tact our local office for further information on 
recent IBM developments in electronic and 
electric business machines applicable to the 
insurance industry. 
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Sale-Lease Deals 
Hit by Tax Bureau 


Sale-and-lease-back deals on real es- 
tate, conceivably affecting insurance com- 
panies as investors, have come under the 
fire of the bureau of internal revenue. 

Gene Reardon of Kansas City, gov- 
ernment attorney in a tax-recovery rul- 
ing against Century Electric Co., St. 
Louis, described the deals as tax-saving 
devices employed by ‘business concerns. 
He said firms sell properties to invest- 
ing institutions at prices far below ac- 
tual value and claim capital losses for 
tax purposes on the difference. Leases 
are signed at the times of sale, he said, 
so that the businesses never have to 
move from the properties. 

He pointed out that rental assures the 
buyer of quick amortization of invest- 
ment plus a sizable profit, and the seller 
not only realizes a capital loss and tax 
saving but deducts full annual payments 
under the lease as rent. 

In the Century company case, the 
firm paid $340,570 to the revenue bu- 
reau but has sued to reclaim the amount. 
Century sold its building to a college 
and leased it back. 

Mr. Reardon said of the case, “Stripped 





of all its niceties, the arrangement .. . 
relieves the company of propefty taxes, 
and for federal tax purposes it is accel- 
erating depreciation on the foundry and 
improvements and projecting its land 
cost forward.” 


Arnold Heads Full-Fledged 
Aetna Agency in Miami 


Aetna Life has established a new 
agency at Miami under Walter B. Ar- 
nold, Jr. At a luncheon honoring Mr. 
Arnold, Roe A. Maier, assistant super- 
intendent of agencies, Hartford, spoke. 

Since 1945, Mr. Arnold has been 
supervisor and assistant general agent 
at the Miami office, which had been at- 
tached to the Jacksonville agency. A 
graduate of the University of Chatta- 
nooga, Mr. Arnold joined Aetna in 1937, 
subsequently serving as agency cashier 
at nee, Utica and Columbia, 


. 





A director of Miami Life Underwriters 
Assn., he is a member of the managers 
association, 





American Broadcasting Co. has ar- 
ranged with Mutual Life for a $600,000 
20 year loan at 44%4% interest. 


Manhattan Life has been licensed to 
transact business in Connecticut. 
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distribution of risks. That’s an advantage of big- 
ness. Assets of over 80 million dollars affords the 
opportunity of diversified investments. That, too, 
is an advantage of bigness. American United was 


established in 1877 . . 


weathered booms and depressions, old enough to 
have experience and stability. Yet, American 
United is small enough to be a small company. 
Small enough not to have lost touch with its 
agents and policyholders. Small enough to call 
people by their first names, and be called by first 


names in return. We think this is an ideal situation. 


American United is licensed to operate in 21 
States. That gives us a desirable geographical 


STATES 


















. old enough to have 














AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 








Year's Objectives 


A seven-point platform of objectives 
for the committee of general agents 
and managers of National Assn. of Life 
Underwriters will be developed by the 
planning committee composed of W. T. 
Craig, Aetna Life, Cincinnati, chairman; 
W. R. Hoefflin, Pacific Mutual, Seattle, 
immediate past chairman; C. W. Camp- 
bell, Prudential, Newark, chairman ad- 
visory committee; M. L. Camps, John 
Hancock, New York City, chairman 
area management conferences, and Os- 
borne Bethea, Penn Mutual, New York 
City, charman round tables in agency 
management. 

Five zone chairmen complete the plan- 
ning committee: W. A. Arnold, Penn 
Mutual, Harrisburg; W. J. Nenner, 
Penn Mutual, Cleveland; R. H. Wertz, 
Reliance Life, Detroit; E. D. Shepherd, 
Connecticut Mutual Life, Houston, and 

L. Hardy, West Coast Life, San 
Francisco. 
Objectives Are Comprehensive 
The committee’s objectives for the 


year are: 

1. Reactivation of inactive associa- 
tions and establishment of new associa- 
tions. 

2. Promotion of round tables in 
agency management, which was fully 
reported in last week’s issue. 

3. Presentation to local associations 
of model programs for meetings. 

4. Preparation of model programs to 
be used in conducting area management 
conferences, and cooperation in such 
activities. 

5. Cooperation with L.I.A.M.A. in re- 
search and aptitude tests. 

6. Cooperation with the American 
College to improve the courses of study 
leading to the management designation, 
to promote further interest in studying 
for it and to assist in the distribution of 
a bibliography to be prepared by 
L.I.A.M.A., dealing with management 
education and training. 

7. To assist L.I.A.M.A. in the promo- 
tion of attendance at the schools in 
agency management conducted by the 
association. 


Ohio State Nears $50 Million 
Mark in Assets 


Ohio State Life will pass the $50 mil- 
lion mark in assets in the next few 
weeks. The increases in insurance in 
force for the first nine months was 
$7,844,948. Total insurance in force is 
$205,239,229. Policyholders’ surplus is 
$4,510,140. A. & H. has shown a gain 
and mortality has improved. 





Women’s Future Analyzed 


Insurance, along with department 
stores and the beauty business, is 
covered in a booklet, “Opportunities for 
Careers for Women,” issued by Na- 
tional Federation of Business and Pro- 
fessional Women’s Clubs, New York 
City. The booklet attempts to analyze 








- Fooled Actuaries 





On his 96th birthday Adolph J. Cohn 
of New York City received a Manhattan 
Life check for the face amount of his 
policy from Thomas E. Lovejoy, Jr., first 
vice-president and treasurer. He took out 
the policy in 1885. The presentation was 
televised. 
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the chances for women to get into ex. 
ecutive type work in insurance. Its 
conclusion is that insurance is stil] 4 
man’s field and while there is stijj 
prejudice against women in executiye 
posts, women are getting better jobs 
and companies are no longer proud of 
prejudicial practice. 





Columbian Nat'l Appoints 
Little at San Francisco 


Columbian National has appointed 
Robert E. Little, former assistant’ man- 
ager of agencies, as general agent at 
San Francisco. He is a graduate of 
University of Denver. He joined Colum- 
bian National as an agent in 1945 
and in his first six months qualified for 
its top production club. In 1946 he went 
to the home office as director of train- 
ing, setting up the first home office 
school and a three year basic-to-ad- 
vanced study course. Earlier this year 
he was appointed assistant manager of 


agencies. : 
Mr. Little will be responsible for one 
of the company‘s largest collection 


areas in both life and A. & H. health 
business. He is a _ graduate of the 
L.I.A.M.A.’s agency management School. 
He is a marine corps veteran. 








SUPERIOR 
SERVICE 


on Group Insurance 





Through our wide variety of 
group plans alert employers 
are provided opportunity to 
make available to their 
employees low-cost life insur- 
ance, retirement annuities, 
hospital and surgical insur- 
ance, and accident and 
sickness benefits. 

Life of Virginia was a pioneer 
in making group services 
available to firms having as 
few as twenty-five employees 
(state laws permitting). These 
services are offered on the 
same rate basis as larger cases. 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henley, President 
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Criticises Bankers’ 
Jabs at Business 


Insurance Trusts 


Edward J. Mintz, New York Life, 
Salinas, Cal., has written the following 
comments on the report, which THE 
NATIONAL UNDERWRITER of Sept. 30 
carried on an address by E. S. Mac- 
Neill, vice-president of Irving Trust Co., 
New York City: 

“T have read your report of Mr. Mac- 
Neill’'s address before the Practising 
Law Institute and am writing him for 
the complete text. As reported in your 
publication, it is replete with generaliza- 
tions which, no doubt unintentionally, 
cast unwarranted reflections upon under- 
writers, business men, and their at- 
torneys and trust officers to whom they 
resort for counsel in setting up their 
insurance plans. As reported by you, 
this address reflects upon the institution 
of business insurance itself, which to 
me, as one who has concentrated in 
this field, calls for clarification lest it 
give rise to misunderstanding. These are 
some of the questions that I would like 
to see answered: 

“1. If the handling of business insur- 
ance trusts is so costly and troublesome 


to the banks, why do they spend money | 


and time soliciting and promoting it? | 


Changes Are Inevitable 

“2. Isn’t it inevitable 
namic business economy changes will be 
necessary to keep the business insurance 
and agreements up to date and in ac- 
cordance with new business and_ per- 
sonal requirements and tax laws? Cer- 
tainly the banks and trust companies 
are entitled to be paid for any such ad- 
ministrative costs and in my experience 
they inevitably will be, even before a 
death occurs. 

“3. Are Mr. MacNeill and the trust 
oficers he mentions complaining be- 
cause so few business principals die and 
their ‘arrangements come to 


that in a dy-| 


fruition’? | 


If Mr. MacNeill only had some more | 


scientific evidence that such business 
men do live longer, we could use it to 
rebut the medical authority which con- 
tends that business leaders live under 
greater tension and die sooner. 


Has Found No Overselling 

“4. Does the fact that after a period 
of years many business insurance trusts 
are not alive prove that the agent un- 
wisely oversold? I have looked at 
hundreds of business insurance plans. I 
have yet to see one where the insurance 
was more than was needed to do the 
required job, but in 90% of them the 
insurance was inadequate. 

“The fact that many business insur- 


ance trusts come to an end _ before a 
déath merely indicates how non-static | 
is our business structure. Partners 
wisely set up a business insurance 


trust. In a year, one partner buys out 
the other and the trust is at an end. 
Each partner continues on with his 
own insurance. To the banks maybe 
the trust was a failure but it gave the 


partners protection when they needed | 


it, and now they have personal insur- 
ance which they otherwise probably 
would not have acquired. I have always 
qualified for the national quality award 
and the persistency of new business in- 
surance has been even better than per- 
sonal. New businesses as well as old 
need the protection of business in- 
surance just as they do fire and cas- 


ualty insurance. If the principals wait | 


until the business is established _they 
Te older and have to pay the higher 
emiums that Mr. MacNeill also com- 
lains about. 

What Name Implies 


‘ . . . . 
‘Business insurance is what its name 










ss relationship is in existence, Unlike 
her business assets, this insurance 


spite business fortunes—and in the 
leantime, so long as the relationship 
xists, there is’ protection. 

“Perhaps his point proves only that 
not in all situations is a trustee neces- 
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plies: insurance so long as a_busi- | 


tains its value. There never is any loss | 
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sary (although it may be impolitic to 
say so). 

“There may be instances where under- 
writers are carried away by their enthu- 
siasm for business insurance just as 
there are doctors, lawyers, and bankers 
who are sometimes carried away by 
their convictions. But the average busi- 
ness insurance case is subjected to even 
closer scrutiny than the personal by 
all the principals, their attorney and 
accountant, as well as the trust officer 
and the bank’s attorney. 

“Can we all be so unsound in our 
recommendations?” 


Wiedemann Columbus G.A. 


Herbert W. Wiedemann has been ap- 
pointed general agent for Pacific Mutual 
Life in Columbus. He has been with 
the company many years. 





Petition High Court on Housing 

Three Negro veterans have petitioned 
the United States Supreme Court to 
review the 4-to-3 decision of the New 
York court of appeals upholding Metro- 
politan Life’s right to exclude Negroes 
from its Stuyvesant Town housing 
project in New York City. The peti- 
tion contends that Metropolitan's policy 
violates the 14th amendment. 
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Minn. Mutual Names Two 
to Agency Dept: Positions 

Minnesota Mutual has _ promoted 
Everett Jay, former agency supervisor 
at the home office, to assistant super- 
intendent of agencies and Leslie L. Nor- 
ton, who has been St. Louis general 
agent since May, 1948, has been trans- 
ferred to the home office as an assistant 
superintendent of agencies. 

Mr Jay joined Minnesota Mutual a 
vear ago after being with Metropolitan 
Life in southern Illinois for 10 years. 

Mr. Norton was a public school prin- 
cipal for eight years before entering 
life insurance. Before going with Minne- 
sota Mutual he was associate manager 
for New York Life at Waterloo, Ia. 


Marks 25th Anniversary 


Herbert L. Cramer, northern Indiana 
general agent Northwestern Mutual 
Life, was honored at a dinner at South 
Bend on his 25th anniversary with the 
company. 

He joined the company at Joliet, IIl., 
and went to South Bend 18 years ago. 
Since then the agency has written $70 
million of insurance. 


Wis. Farm Bureau 
Company Issuing Policies 


Rural Security Life of Madison, which 
was recently formed with capital of 
$250,000 as an adjunct of Wisconsin 
Farm Bureau, is now commencing to 
issue its first 5,000 policies. The com- 
pany was set up by the Farm Bureau 
directors, under instructions of the mem- 
bershiy, to so proceed when it appeared 
that $10 million of insurance could be 
placed in short order. On Oct. 21, $9,- 
159,000 of business had been pledged 
by Farm Bureau members and others. 

L. F. Doherty is director of insurance 
for the Farm Bureau. Dr. D. T. Sched- 
ule is medical director, and R. E. Hoefer, 
formerly of Mutual Trust Life of Chi- 
cago, is chief underwriter, 





New N.Y.C. Insurance Building 

A new 21-story office building is pro- 
jected for New York City’s insurance 
district at William and Ann streets by 
Samuel Friedenberg, builder. To be 
known as 161 William street, the build- 
ing will cost about $2,600,000 and will 
contain 1,800,000 cubic feet. Air condi- 
tioning will be available if desired. It 
will be completed late in 1950. 


E HARVESTS from the same field 


—at the same time! 


Like growing corn, pumpkins, and beans in the 
same soil— Provident Producers sell the three 
types of personal protection at the same time 


—to the same prospects! 


LIFE INSURANCE * 


. All modern forms 


of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 
combined with wide choice of Life plans. 


A. and H. INSURANCE®*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE®* . . Issued on 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 
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Chl M. Muller 
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There has never been a time in Ameri- 


history, whether we were passing 


through a period of depression or in- 
flation, that life insurance was not a 
desirable purchase for the average 
American whose family was dependent 
on his earnings for support. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 
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we know our business will be profitable only if we 


make money for the Brokers and Surplus Writers who deal with us. 


We can do our best job when the Underwriter gives us ALL the 
facts on a case, because then we can most effectively use our 
follow-up system. From the time the medical examination is 


of our expediters personally follows the case EVERY 


DAY to assure the fastest service. With this close follow-up, we 
always know if additional information is needed or further require- 
ments must be met, and we're able to act in a hurry to prevent 
delays in issuing the policy. 


You'll find the DOWNTOWN AGENCY follow-up system—only 


one of our many "selfish" services — a big help in keeping your 
clients and yourself happy. 


BROKERAGE SPECIALISTS 


and Henderson, Managers 


Downtown Agency 


The Prudential Insurance Company of America 





Wall Street 
Floor No. 
Digby 4-00 








For More and More 
Profits Make 
Eubank—Henderson 
Partners for Life 
































Holds Profit Sharing 


Answer to Some 


Pension Problems 


PEORIA—K. Raymond Clark, Chi- 
cago tax attorney, suggested at the an- 
nual meeting of the Illinois Round 
Table that the solution for the firms 
which are now finding pensions burden- 
some is to switch to. profit-sharing 
plans. He indicated that the Treasury 
has approved a number of such changes. 
This requires paid-up values on indi- 
vidual contracts and avoids many of the 
problems that arise on termination. It 
involves converting profit-sharing de- 
posits to group annuities upon retire- 
ment. Under such a plan, Mr. Clark 
indicated that a past service pension 
plan of relatively small size can be in- 
stituted for older men. 

Mr. Clark advised his hearers that 
the social security: revisions had been 
held in the Senate because of the steel 
strike and the havoc which a change in 
social security would play upon the de- 
mand of the steel union and the recom- 
mendation of the fact finding board for 
$100 pension, including social security. 

He said that the six cent per hour 
pension asked of the steel industry 
would fall far short of providing the 
$100 a month including social security 
and would actually provide $40 a month 
at the most. The cost for providing the 
approximately $70 that is needed in 
most cases to equal $100 including 
social security, would actually be nearer 
to nine cents per hour. He said that 
steel basically opposes nori-contribution 
because of a belief that if the union 
membership is contributing they are 
far less likely to seek increases in bene- 
fits, because these will mean increases 
in the cost of their contributions. 

Even if the union and the proprietors 
can agree. They still must figure out 
costs, who is to have control of the 
retiring employes, how the past service 
is to be funded, and what the waiting 
period is to be. 


Feather in Ford’s Cap 


Mr. Clark feels that the Ford settle- 
ment was a feather in the cap of the 
motor company. He figures that the 
contributory factor is not too important. 
While actually it might keep the union 
from coming back for more, this point 
is weakened by the fact that if the union 
is contributing to a pension, they will 
want wage increases instead of an in- 
crease in pension, pointing out that they 
are already contributing to the pension 
and it cannot be counted as a real bene- 
fit to them. He termed the 834 cents 
per hour which Ford will pay for the 
pension as fairly realistic insofar as 
providing the complement to social se- 
curity to make $100 at retirement for 
employes. Ford is already paying 1% 
cents for insurance, making the total 
package 10 cents an hour per employe. 

Mr. Clark termed Ford fortunate to 
be able to put through a 65 optional 
retirement and a 68 mandatory retire- 
ment, with age 60 retirement by mutual 
consent. Especially wise was Ford in 
injecting into the union contract the 
provision that there cannot be any fur- 
ther bargaining on pensions until 1955, 
even though the union contract can be 
renegotiated in two years. 

He advised that in all union contracts 
record of the bargaining on pensions 
should be set down each time the sub- 
ject comes up even though no action is 
taken in order to prove the willingness 
of the employer to talk about such mat- 
ters, especially in cases where unions 
have turned down pensions in favor of 
wage increases. 


C.L.U. Classes at Columbus 


The Columbus (O.) C.L.U. chapter 
has arranged for a series of study groups 
to prepare for the examinations next 
June. William B. Hoyer, John Han- 
cock, is president of the chapter and 
Dale E. Miller is education chairman. 
Sessions will be held at the Midland 
Mutual home office. 





NALU Seeks Cure 
of Faults in NAIC 
Non-Resident Bill 


Suggestions for changes in the pro- 
posed commissioners’ uniform bill for 
licensing of non-resident insurance 
agents and brokers are contained in 
letter from James B. Hallett, genera! 
counsel of National Assn. of Life Under- 
writers, to Superintendent Jackson of 
Missouri, chairman of the subcommittee 
of the NAIC laws and legislation com. 
mittee that is considering this matter. 

After reiterating the NALU view pre- 
sented at the NAIC meeting in Seattle 
last June that consideration of a yni- 
form bill for licensing resident agents 
should precede the bill for non-resident 
licensing, Mr. Hallett points out that the 
NALU uniform resident agents’ licen- 
sing bill would cover the non-resident 
problem since it contains an entire sec- 
tion for licensing of non-residents on a 
reciprocal basis. 

With specific reference to the pro- 
posed uniform non-resident bill, Mr. 
Hallett states that the life business is so 
different from fire and casualty that 
there is nothing to be gained by in- 
cluding life and fire and casualty agents 
and brokers in a single bill but that it 
would help both the business and the 
supervisory authorities to have them 
separate. 

Objects to Non-Personal Licenses 


Another point which Mr. Hallett 
raises is in connection with licensing of 
firms, associations and_ corporations. 
Many states do not permit this, but 
under the commissioners’ model bill, 
non-resident partnerships and corpora- 
tions might be granted a privilege not 
granted to resident partnerships and 
corporations, Mr. Hallett points out 
that in the life field criticism of licensing 
partnerships and corporations has been 
on the ground that many partners or 
stockholders may indirectly receive 
commissions on the sale of life insur- 
ance even though they are not actively 
engaged in its distribution, a practice 
which NALU has condemned. 

Mr. Hallett also criticizes the NAIC 
model bill because it authorizes waiving 
written examination requirements, 
whereas NALU feels that waiver of 
written examination of a non-resident 
agent should be permitted only where 
the sister state itself expressly requires 
a written examination. 

Mr. Hallett also forwarded to Mr. 
Jackson a copy of the NALU model 
license and qualification bill for resi- 
dent life agents, which NALU feels is 
of prime importance to the public in- 
terest in those states not now requiring 
written examinations. 


COMPLETE PERSONAL 
INSURANCE COVERAGE 


o BE 
REPUBLIC NATIONAL 


LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 


OALLAS, TEXAS 
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Ashford Heads Tex. 
Life Executives 


Texas Assn. of Life Insurance Execu- 
tives at its annual meeting in Dallas re- 
sumed its former name of Texas Life 
Convention. 

Arthur F. Ashford, president of 
Western Reserve Life, Austin, was elec- 
ted president, succeeding George R. 
Jordan, vice-president of Republic Na- 
tional. . 

Other new officers are: Vice-president, 
Travis T. Wallace, president Great 
American Reserve, Dallas; secretary- 
treasurer, S. E. McCreless, president, 
American Hospital & Life, San An- 
tonio; executive committee, two years: 
T. P. Beasley, president Republic Na- 
tional Life, Dallas; Pat Greenwood, ex- 
ecutive vice-president, Great Southern 
Life, Houston. 

S. J. Hay, president of Great Na- 
tional and American Life Convention, 
warned on the dangers of the socialistic 
trend. Grant Taggart, California- 
Western States Life, Cowley, Wyo., 
spoke briefly, 

One purpose of the change of name 
was to avoid any possibility of criti- 
cism under federal anti-trust laws. 
Speakers included Commissioner Butler 
of the Texas department, Commissioner 


Bowser are legally his beneficiaries des- 
pite the fact that the change from first 
wife and adopted minor child was not 
made on the policy. 

It was brought out that the deceased 
had done all in his power to effect the 
change, having filled out and forwarded 
the application for change, but the first 
wife was alleged to have retained the 
policy in her possession. 





Prudential Names Appraisers 


Theodore M. Garhart has been pro- 
moted to mortgage loan appraiser for 
Prudential at Portland, Ore. Mr. Gar- 
hart is a graduate of the University of 


Washington, He joined Prudential in 
Seattle in 1947 as mortgage loan in- 
spector. 


Samuel R. Minner has been promoted 
to mortgage loan appraiser at Los An- 
geles. Mr. Minner joined Prudential in 
1934 in the home office. He was ap- 
pointed mortgage loan inspector in Los 
Angeles in 1947. 





Mutual Benefit Supervisors School 


Mutual Benefit Life will hold a super- 
visors conference in St. Louis Nov. 7-18. 
It will include lectures, discussions, 
project sessions and the exchange of 
successful ideas and procedures. 
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Coal Strike Slows Offices 


The coal shortage is having a per- 
ceptible effect in slowing down opera- 
tions of many insurance offices. The re- 
duction in number of trains frequently 
delays the mails by one or two de- 
liveries. For example, mail that  or- 
dinarily arrives on the first or second 
morning mail may now arrive on the 
last mail in the afternoon. 





New Ideas from New Employes 


In the operation of employe sugges- 
tion boxes, it is frequently found that 
a high percentage of the best sugges- 
tions come from new personnel, accord- 
ing to an executive who has run such 
contests. The new people come to their 
jobs with a fresh mind. To them there 
is no sanctity about the status quo. In- 
stead of taking the existing system for 
granted, the employe looks at it with a 
questioning attitude, particularly if he 
or she has been asked to suggest im- 
provements. Naturally, it is necessary 
to create the right kind of atmosphere 
so that the new employe knows that the 
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management is sincerely looking for bet- 
ter methods and that suggestions will 
not be resented. Rewards should be 
given the winners and their names 
posted to keep up interest in the project. 





Option Election Problems 


Persons reaching retirement age are 
inclined to be cautious when the time 
arrives to elect the option of 10, 15, or 
20 year certain installments, an agency 
cashier relates. In younger days they 
usually take 10 years certain and life, 
realizing that they get a larger monthly 
sum on retirement. When they reach 
65 they seem to change their minds. At 
that point they frequently elect 15 or 20 
year certain, knowing that they are sure 
to get back the entire cash value of the 
policy. A question which seems to stump 
some men retiring at 65 is whether to 
ask that the sum be continued to the 
wife for the remainder of the period se- 
lected, or commuted and paid in a lump 
sum. Since the great increase in pen- 
sion plans in the last 10 years the joint 
and survivor annuity option at 65 has 
become much more popular than it was. 





Sullivan of Kansas, chairman of the Na- 
tional Assn. of Insurance Commissioners 
executive committee, and John T. Rich- 
ardson, assistant secretary of NAIC; 
R. R. Davenport, Southwestern Life; 
Dana Harder, Southwestern Life, P. F. 
Dickard, Texas Life, D. W. Faulkner, 
American General and S. H. Weather- 
ford, State Reserve Life, who comprised 
a panel on economies in company opera- 
tions; and P. W. Ussery, vice-president 
of Fidelity Union Life. 





Metropolitan Veterans Elect 


Metropolitan Life’s Intermountain 
Veterans Assn. met at Salt Lake City 
and heard an address by James A. 
Smithies, San Mateo, Cal.,_ retired 
superintendent of agencies. William C. 
Wood, Ogden, was elected president; 
Stacy C. Garn, also of Ogden; Aloysius 
Lavery, Pocatello, Ida. and Don L. 
Hunter, Lewiston, Mont., vice-presi- 
dents; Miss Esther Klein, Salt Lake, 
secretary. Members comprise those 
who have been with the company more 
than 20 years. D. Ford Crandall, Salt 
Lake manager, was in charge. 





N. J. Trust Council Dinner 


Life Insurance & Trust Council of 
North Jersey will hold a dinner-meet- 
ing at Newark Nov. 10, preceded by 
a cocktail party. 

Following the dinner there will be 
a panel discussion on “Insurance and 
Estate Planning” in which Vincent A. 
Miletti, Northwestern Mutual; William 
T. Larsen, Mutual Benefit Life, and 
Harry O. Rasmussen, Penn Mutual 
Life, will participate. 


Policy Possession ‘Not Material 


Oklahoma supreme court affirmed the 
decision of lower court that the second 
wife and children of the late Elmer E. 


Gets Lasker Award 








M. Albert Linton, 
chairman of the Life 
Insurance Medical 
Research Fund and 
president of Provi- 
dent Mutual Life, 
with the _ inscribed 
award given the fund 
by the Albert and 
Mary Lasker founda- 
tion. 





Income Plans? 
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Here Are Four 


Reasons 


Why do Lincoln National Life representatives sell so many Family 


The F. I. rider may be added to many types of policies, in- 
cluding retirement plans. 


The rider has liberal conversion privileges. 
A clean-up fund may be provided or omitted, as desired. 


The plan may provide a monthly income of either $10 or $15 
per $1,000 of basic contract. 


flexible coverage which LNL agents can offer through their 
company’s Family Income Plan is another reason for our proud claim 
that LN L is geared to help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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End of “Loophole” Publicity 


Recent newspaper publicity wbout the 
“loophole” that enabled life companies 
to avoid paying federal income taxes is 
an exasperating example of what the 
business has to put up with partly be- 
cause of its inherent complexity and 
mostly because of the unbelievably 
complicated problems involved in try- 
ing to work out an income tax formula 
that is equitable and still produce a 
reasonable amount of revenue. 

The most recent and most 
outburst was that of Drew Pearson, who 
“Merry-Go-Round” 
negotia- 
Treasury 
insur- 


flagrant 
stated in_ his 
column, “Despite 
tions with tax experts in the 
department, spokesmen for the 
ance companies have refused to agree 
to a recommendation for even a token 


months of 


‘stopgap’ tax payment of $45 million.a 
year for 1948 and 1949—even though 
going ‘Scot free’ for 1947.” 


Pearson went on to make the point 
that the $1% billion annual net invest- 
ment income of the life companies is 
not taxed. After stating that the job 
of the committee appointed to look into 
the life tax situation is to 
close the “loophole” in the present law, 
Pearson said: “The has to 
do all this in the face of a lobby con- 
siderably more powerful than the real 
estate, oil or public utility lobbies.” He 
wound up by stating that it will be in- 
Rep. Lynch, the 
“makes out in 


company 


committee 


teresting to see how 
subcommittee chairman, 
his lonely battle against the giants. 
Pearson is, of 
silly to 
situation 
were the 
up this 


able to 


” 


The picture drawn by 
distorted 
know 


to be 
what the 
Pearson 
stirring 
be 


course, so as 
who 
has 
newspaper writer 
the readers would 


discount 


those 
really been. If 
only 
question, 
apply the 
statements. 
Unfortunately, other 
many of them in papers friendly to life 


appropriate to his 


news. writers, 


insurance, have played up the “loop- 
hole” angle and given the impression 
that the life companies have just been 
unmasked after several years of get- 
ting away without paying any taxes. In 
these stories there is little or nothing 
to indicate that the Treasury Department 
has been aware of the situation right 
along and, in fact, “saw it coming,” the 
same as the life companies did. 

The companies have never sought to 
avoid payment of a reasonable amount 
of tax, but were justifiably anxious to 
safeguard the principle of having ex- 
empted the income that represents 
amounts necessary to meet future ob- 
ligations, It is easy to see, for example, 
why a commercial cooperation should 
receive a tax credit for money that it 
puts into a fund for pension payments 
in future years to its retiring employes. 
The same principle is involved in giving 
credit for life company earnings neces- 
sary to meet future obligations under 
policies. 

It is unfortunate that so much news- 
paper publicity has given the impres- 
sion that the life companies were caught 
with their hands in the jam-pot. Every- 
thing possible should be done, as no 
doubt it will be, to offset this publicity. 
A start was made in the direction of 
telling the life companies’ story in an 
Institute of Life Insurance release put 
out at the time that Chairman Doughton 
of the House ways and means commit- 
introduced a bill embodying the 
Treasury proposal to freeze the “re- 
serve and other policy liability credit” 
at 92%, a plan which the companies op- 
posed because it violates the principle 
of allowing credit for earnings neces- 
to meet policy obligations. 


tee 


sary 

Fortunately, the matter is now set- 
tled and there should be little excuse 
for further criticisms faulty 


knowledge of the problem involved. 


based on 


A Dirty Deal May Get Cleaned Up 


More than half a million veterans who 
have National Service life insurance 
dividends coming to them are going to 
find the government taking away with 
one hand part or all of what it hands 
out with the other. These veterans are 
the ones who the government contends 
owe it money because of overpayments 
on subsistence allowances, or other vet- 
erans benefits, or defaults on loans guar- 
the veterans’ administration, 
advances made to keep up 


anteed by 


including 


commercial life insurance policies under 
the soldiers and sailors civil relief act. 

This snatching of a promised 
bounty will doubtless renew the ill-will 
which has been engendered by th® VA's 
reversal of attitude on the liability of 
service men for payments made in their 
behalf under the civil relief act to life 
companies on policies taken out prior 
to the war. 

At the time the question of this lia- 
bility arose, back in 1942, Harold Brein- 


away 


ing, who heads the VA _ insurance 
division, stated unequivocally that there 
was nothing in the law that made serv- 
ice men liable for any excess above the 
cash value that the government might 
advance to a life company. Many of 
these policies, of course, were so recent 
as to have no cash value. However, 
later on, the VA took the attitude that 
any excess was a debt from the service 
man to the government. Unfortunately, 
many of these men felt that the life 
companies or their agents had put over 
a fast one selling policies on the 
representation that there would be no 
liability on the buyer’s part beyond the 
policy’s cash value. The VA’s about- 
face has been resented by the particular 
companies involved and by the life in- 
surance business in general, but there 
was little that could be done about it. 
Several of the companies would have 
been glad to fight the battle in court 


in 


but the VA could never be induced to 
enter into actual litigation. It con- 
tented itself with writing dunning 
letters. 


Possibly Mr. Breining and the others 
at VA: foresaw that they could collect 
these amounts without going to court 
by the simple expedient of holding out 
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on the dividends. 

So long as the VA was obviously 
going to do nothing except write let- 
ters, there was no particular point in any 
veteran carrying the issue to court. For 
one thing, there was always the chance 


that he might lose and be forced to 


pay. 
Now, however, with numerous vet- 
erans having their NSLI dividends 


wiped out or drastically reduced, the 
shoe is on the other foot and we may 
see some litigation that will settle this 
annoying situation. It seems incon- 
ceivable that any court could hold that 
the, government has a just claim, in 
view of the clear statement by Mr. 
3reining that the veterans in these 
cases were not legally liable for what 
the government had advanced on their 
behalf. 

In the meantime, agents who hear the 
life companies criticized as having led 
service men on into buying policies on 
the premise that there would be no 
liability because of the relief act should 
bounce the blame back in a very pos- 
itive way onto the government's door- 
step, where it belongs, for the record 
clearly shows that it was the VA’s re- 
sponsibility and not the companies’. 


PERSONAL SIDE OF THE BUSINESS 





Insurance Director Stone of Nebraska 
and Commissioner Graves of Arkansas 
had a hand in the recent settlement of 
the Missouri Pacific Railway Co. strike. 
Mr. Stone was named by Gov. Peterson 
of Nebraska to represent that state at a 
conference of governors which was 
called to get management and the unions 
to agree upon a plan of settlement. Mr. 
Graves was present at the conference as 
an advisor to Gov. McMath of his state. 

The engagement of Miss Barbara L. 
Greenwood, navy lieutenant (j.g.) at 
Great Lakes naval station and DeLong 
H. Monahan, financial vice-president of 
Provident Mutual Life, has been an- 
nounced. 

Corinne V. Loomis, associate general 
agent of John Hancock at Boston, has 
been named a member of the board of 
judges for the Freedom Foundation, 
representing the Altrusa Clubs, of which 
she is past international president. 

Danforth E. Ball, president of Colum- 
bus Mutual Life, has been elected presi- 
dent of the company’s 25-Year Club. He 
will complete 39 years of service next 


January. 
Friends and associates of Maurice S. 
Tabor, general agent of Travelers at 


Buffalo, honored him at a dinner Nov. 1 
to mark his 30th year in life insurance. 
Mr. Tabor is a leader in community 
affairs. 

Chairman Lewis Douglas of Mutual 
Life, who is on leave of absence as am- 
bassador to England, has been assured 
by his physician that he will regain the 
full sight of his left eye, which was in- 
jured by a fishhook April 5. Treatment 


will be completed about the first of the 
year. He still wears a black protective 
patch most of the time. 

J. W. Hansen, economist of Confed- 
eration Life is the author of a series of 
four articles entitled, “The Dollar 
Crisis,” which appeared in the Toronto 
“Telegram.” 

John G. Blane, general agent of Pan- 
American Life in Guatemala _ City, 
laid the cornerstone of the Union 
Church of Guatemala, to which he is do- 
nating $50,000 for the construction of the 
Blane Memorial Chapel. It is the first 
Protestant church to be erected in 
Guatemala and will cost $125,000. 

Andrew F. Waddell, Manufacturers 


Life, recently celebrated his 55th anni- 
versary as an active agent at Stratford, 
Ont. 





DEATHS 


S. A. Pittman, 47, district manager 
Durham Life, Spartanburg, S. C., di 
unexpectedly following a heart attack. 

Seward V. Coffin, 82, father of Vice- 
president Vincent B. Coffin of Connec- 
ticut Mutual and formerly general agent 
at Albany for Provident Mutual Life, 
died at Hartford. He had been devoting 
his time to personal production until his 
retirement only four months ago. His 
father, O. Vincent, was governor of 
Connecticut from 1895 to 1897 and for 
years was president of Middlesex Mu- 
tual Fire. His grandson, Seward R. 
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ae. is with Aetna Life at Hartford. 
Hawley D. Smith, a step-grandson, is 
with Connecticut General Life at San 
Francisco. 

Charles J. Iredell, 76, who retired in 
1938 as general agent for Penn Mutual 
at Cincinnati, and in the insurance busi- 
ness there for more than 50 years, died 

J. B. Thieman, 92, Dayton, O., retired 
general agent for Equitable Society, and 
one of the founders of the Dayton Life 
Underwriters Assn., died at Dayton. 

Edwin H. Smith, 68, of Ann Arbor, 
Mich., president of Washtenaw County 
Life Underwriters Assn. and manager 
there of American United Life, died af- 
ter a month’s illness. He had lived in 
Ann Arbor since 1913 and had headed 
the American United Life agency since 
1938. He was a former county clerk 
and active in many fields. 

Frank H. Landon, Jr., retired assist- 
ant secretary of Travelers’ life depart- 
ment, died at Hartford Hospital after 
q brief illness. He retired in 1940 on the 
45th anniversary of his joining Travelers. 


Warner Wilson 
Mutual Trust G. A. 


Wilson, associate 
of Guardian Life at Cincinnati, 
signed to become 
general agent there 
of Mutual Trust 
Life. His agency 
will be the second 
in Cincinnati for 
Mutual Trust. 

W. R. Grof, man- 
ager of agencies 
for Mutual Trust, 
announced the ap- 
pointment at a 
luncheon attended 
by a number of 
friends and  asso- 
ciates of Mr. Wil- 
son. Mr. Wilson 
entered the business 37 years ago with 
Home Life of New York at Cincinnati. 
He became its general agent at Atlanta 
in 1924, returning to Cincinnati as as- 
sociate manager of Guardian Life in 
1928. He was president of the life under- 
the 


manger 
has 


Warner C., 
re- 





W. C. Wilson 


writers association at the time of 

1941 National association convention at 
Cincinnati. He is a C.L.U 

W. J. F. Roll, incinnati for 17 
years, welcomed Mr. Wilson to the 
ranks of Mutual Trust. Also present 
were William Payne, supervsor for 
agencies, and L. C. Watkins, general 


agent for Mutual Trust at Bellefontaine, 
O. 


Edmund B. Whittaker, vice-president 
in charge of group sales at Prudential, 
will address the New York City Assn. 
of A. & H. Underwriters on the state’s 
TDB Nov. 21. 





Touring the new home office. of John 
Hancock, Richard Sanger pauses before the 
oil painting of his grandfather, Judge 
George P. Sanger, first resident of the John 
Hancock. Mr. Sanger, retired representa- 
tive of Standard Vacuum Oil Co., has just 
returned from China where he spent the 
Past 27 years. 





XUM 


‘T M. Riehle Killed 
in Plane Crash 


(CONTINUED FROM PAGE 1) 


and for two years headed the New York 
Economic Club, noted for the dis- 
tinguished speakers that addressed it. 
During Mr. Riehle’s term he introduced 
General Eisenhower as a speaker. 

At the time of his death Mr. Riehle 
was chairman of the Greater New York 
citizens’ committee for the adoption of 
the Hoover report on reorganization of 
the executive branch of the gov ernment. 
He was on his way to Washington in 
connection with this work when he was 
killed. He threw himself into this work 
with the vigor that characterized all his 
activities. 

Mr. Riehle began his progress up the 
National association ladder in 1931, 
when he was elected 3rd vice-president. 
This was quite a tribute to his prestige 
and leadership, as he had never served 
as president of his local or state asso- 
ciation. In 1932 he was jumped to Ist 
vice-president. 

Lively Political Contest 

In 1933 Mr. Riehle and C. Vivian 
Anderson, Provident Mutual, Cincinnati, 
engaged in a lively political contest for 
the presidency. It threatened to go to 


the convention floor. Mr. Anderson as 
vice-president was the ranking officer 
next to the president but Mr. Riehle 
was the selection of the advisory 
nominating committee. Mr.  Riehle’s 
backers also advanced him as the man of 
the hour because of his capacity for 
leading and inspiring others. 

Though the tide early in the con- 


vention seemed definitely in Mr. Riehle’s 


favor, it gradually veered around to 
giving recognition to Mr. Anderson's 
seniority in the hierarchy. 

Mr. Anderson’s name was the first 
to be placed in nomination. Gerald A. 
Eubank, Prudential, New York City, 
Mr. Riehle’s campaign manager, then 


moved that the nominations be closed, 
which was tantamount to withdrawing 
his candidate’s name. Mr. Riehle was 
immediately nominated unanimously for 
vice-president and there was never any 
question about his becoming president 
the following year. 

Following his election as 
at Milwaukee in 1934 THE 
UNDERWRITER reported: “T. M. Riehle of 
New York is now at the helm of the 
National Assn. of Life Underwriters, 
thus assuring an eventful, interesting 
year for the organization. He is big, 
broad-shouldered, hearty, dynamic and 
colorful. He loves action, so the fur may 
be expected to fly in short order. He's 
just as much at ‘home in the tank car 
town as he is on sroadway and finds 
zest wherever he may be.” 


Fought for Improvements 


Mr. Riehle was a fighter for improve- 
ments in the life insurance business. In 
his talk at the American Life Conven- 
tion annual meeting soon after his elec- 
tion as N.A.L.U. president he stated 
that the basic problems confronting the 
agency end of the business were part- 
time agents in urban centers, elimina- 
tion of unfit agents, and the selection of 
agents. He said the difficulty of solving 
these problems should not suggest their 
avoidance but rather should challenge 
their solution. 

“Life insurance is marvelous,” he de- 


president 
NATIONAL 


clared. “Its distribution is bad. This 
minority of good salesmen must not 
allow the majority of poor salesmen 


to build up a resistance to life insurance 
among good prospects.” 

Mr. Riehle, a graduate of New York 
University, was a member of the New 
York bar and a C.L.U. In addition to 
his life insurance agency he headed the 
John M. Riehle general insurance agency 
founded by his father. He was chair- 
man of the Million Doilar Round Table 
in 1931-32 and served as program chair- 
man for the San Francisco convention 
of N.A.L.U. in 1932. 

Mr. Riehle made an extended trip to 
Europe last summer. It was his 22nd 


trip abroad and he had booked passage 
for another trip next year. 

Mr. Riehle had about $250,000 of life 
insurance in Equitable Society, includ- 
ing ordinary, double indemnity and 
group. He had kept his insurance well 
programmed and at the time of his death 
the program was in excellent shape. 


Limit on Claim Payments 
in Lighter Type Invalid 


ruling of the Kansas su- 
preme court, reaffirming a _ decision 
which it gave last March a statement 
in an A. & H. policy regarding the 
period for which benefits are to be paid 
is an “exception” and cannot be en- 
forced unless it is printed in the same 
type as the statement of benefits. 

This case, Owen vs. Mutual Penefit 
H. & A., attracted wide attention when 
it was first decided. H. A. Under- 
writers Conference joined in asking a 
rehearing and filed a brief amicus curiae, 
but the opinion on rehearing merely re- 
affirms the former ruling, without any 
further clarification or restatement. 


Under a 


Type Prominence Is Issue 


In the section of the policy in ques- 
tion referring to illness indemnities, the 


words “confining illness eighty dollars 
per month,’ were printed in capital let- 
ters in heavy face type. In the para- 


graph immediately following, in type of 
the same size, but light face, the insurer 
promised to pay “for one day or more, 


at the rate of $80 per month, not ex- 
ceeding twelve months ... The court 
cited the provision of the Kansas law 


that exceptions must be printed with the 
same prominence as the benefits to 
which they apply. It says that the 
words “illness indemnities” and “con- 
fining illness $80 per month” contain 
no limitation as to time of benefit pay- 
ment. The only place that is found is 
in the light face type. Therefore, it 
holds that this limitation is an exception, 
as that word is used in the Kansas 
statute. It held that the policy is not 
void, but should be construed as though 
the limiting clause were not in the pol- 
icy at all. 

It has the effect of making the policy 
a lifetime indemnity contract in such 
cases as the one directly at issue, where 
the insured was disabled as the result of 
a cerebral hemorrhage and it was stated 
that total disability and confinement 
would continue for the remainder of his 
life. It would be particularly onerous 
in the case of non-cancellable forms. 


Slate for Pension Men 


NEW YORK American Pension 
Conference has announced its slate for 
the steering committee for 1950, with 
elections to be by mail Nov. 25 to Dec. 
26. 

They are: 


Treasurer, R. W. Hemmin- 
ger, Bankers Trust of New York; sec- 
retary, E. C. Berkeley, consultant, New 
York City; members at large for one 
vear, C. A. Siegfried, Metropolitan Life, 
and R. M. Peterson, Equitable Society; 
members at large for two years, J. B. 
St. John, consultant, Penllyn, Pa.; and 
C. J. Finch, Radio Corp. of America; 
for member at large for three years, 
W. F. Lackman, Guaranty Trust, ‘New 
York City. 


Epps Heads Tenn. Congress 

KNOXVILLE—F. F. Epps, state 
manager of Ben Hur Life Assn., was 
elected president of the Tennessee Fra- 


ternal Congress at its annual meeting. 
R. L. Estes, Nashville, is vice-presi- 


dent, and Mrs. Pearl I. Rhoades, Mem- 


phis, secretary-treasurer. 


Hurt Moves to Omaha 


Max B. Hurt, treasurer of Woodmen 
of the World, Omaha, since 1946, has 
moved to Omaha from Murray, Ky., to 
carry out his duties at national head- 
quarters. He has been a_ national 
W.O.W. official since 1943, when he be- 
came national sentry. 
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HL R. 6000 Listed 
as Grave Issue 


(CONTINUED FROM PAGE 1) 


increased from about $20 to $44, and 
the number of beneficiaries from 1% 
million to more than 2% million per- 
sons.” 

He seg forth as a major defect the 
very broad discretion a state has as to 
how much federal money is to be spent. 
By way of illustration he cites figures 
for three states—New Jersey, Ohio, and 
Louisiana. Last June each of the three 
made monthly payments averaging 
around $47 per person. However, the 
proportion of old people receiving pay- 
ment was 65 per 1,000 for New Jersey, 
190 for Ohio, and 819 for Louisiana. 

No Cost to State 

Because of the nature of the formula 
it is possible, he noted, for a state to 
increase the amount of the _ federal 
grants it receives with no additional ex- 
penditure on its own part. As an ex- 
ample he gives figures for Mississippi 
where last June the state’s share of 
monthly old-age assistance was 1.8% 
less than for the previous Senteusber, 
while the federal share was 52% higher. 

“If enacted, the bill is quite likely to 
mean further deterioration in the pres- 
ent unsatisfactory relation of insurance 
and old- -age assistance in the govern- 
ment’s role in the old-age security field,” 
he predicted. “And as strongly as I feel 
that the coverage of the insurance plan 
should be extended, my opinion is that 
it would be better to keep the present 
limitations until extensions can be 
agreed upon on a basis which would 
avoid the inconsistencies and expedi- 
ences of the present bill.” 


Eastman to State Mutual 
at Boston Group Office 


State Mutual Life has appointed Merle 
M. Eastman as a 
group department 
home office repre- 
sentative. He will 
work with Arthur 
A. Dunn, group 
representative, in 
Boston. Mr. East- 
man graduated 
from Bates College 
in 1943, After leav- 
ing the Navy he be- 
came a group sales 
and service repre- 
sentative for Aetna 
Life at Concord, 





M. 





Denver Library Fund 
DENVER — J. Stanley Edwards, 
Aetna Life, past president of National 
Assn. of Life Underwriters, gave a $100 
to the Denver association, towards the 
the start of an insurance library fund. 





New York City Life Managers Assn. 
will hear O. Sam Cummings, manager 
Kansas City Life, Dallas, at its luncheon 
meeting Nov. 10. He will dscuss the 17 


week round-table program on agency 
management, 

Frank L. Rowland, executive secre- 
tary of Life Office Management Assn., 


was appointed by President Truman 
as one of a group of representatives 
of United States employers to.the con- 
ference of the International Labor Or- 


ganization at Geneva Oct. 24-29 
The insurance section of the Boston 


Community Fund campaign will be 
headed by William Eugene Hays, gen- 
eral agent of New England Mutual Life. 





Bart Conditt, Little Rock, has been 
named home office group representa- 
tive for Aetna Life with the Campbell & 
Vineyard agency in Little Rock. He is 
a graduate of University of Arkansas 
and has been in journalistic ‘work in 


Little Rock. 
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TO YOUR ADVANTAGE! 





to use our Wide Facilities and Excellent Service 


PARTICIPATING and NON-PARTICIPATING PLANS 
STANDARD and SUB-STANDARD RISKS 


* 
DOUBLE FAMILY INCOME LOW TERM RATES on 1, 5, 
BENEFIT ($20 monthly in- 10, 15-year and 5-Year Re- 


come per $1000) newable Term Plans 





Insurance or 100% on De- DIABETICS 
ferred Annuities 
T al 9 al T T, . Be. 


MIUM on Life, End. and 


PLANS — geared to F.H.A. 
Annuity Plans 
FAMILY INCOME TO AGE 65 


—also regular 10, 15 and 20- 


year F.I.B. 


FOREIGN TRAVEL and RESI- 
DENCE COVERAGE 


INSURANCE IN FORCE 1,143 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS 366 MILLION DOLLARS 
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LIBERTY NATIONAL 
IS GROWING: 


Yes, we have just com- 
pleted 49 years of experi- 
ence in issuing policies to 
meet the needs of all dis- 
criminating buyers of life 
insurance. 
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~ LIFE AGENCY CHANGES — 


——=—_=—— 
——=: 





John Witherspoon 
G.A. in Nashville 


Health Forces Resignation 
as Agency Vice-President 
of Volunteer State 


John A. Witherspoon has resigned as 


vice-president and director of agencies of 
Volunteer State 


Life. He asked to 
be relieved of his 
duties because of 


the heavy. travel 
schedule they entail 
and because he 
must take care of 
his health. 

Mr. Witherspoon 
is returning to 
Nashville, his for- 
mer home, as a 
general agent for 
Volunteer State, 
working in conjunc- 
tion with T. W. 
3arron, manager, and his associates. 

Mr. Witherspoon, a past president of 
the National Assn. of Life Underwriters, 
was general agent for John Hancock in 
Nashville before going with Volunteer 
State Life. Before that he was general 
agent there for Pacific Mutual. 

He was unable to attend the mid-year 
meeting of N.A.L.U. at Miami Beach 
in March because of being in the hospi- 
tal at Chattanooga for observation. 


Wendell Barrett 
Now Sole G. A. 


Provident Mutual Life has 
Wendell Barrett general agent at 
dianapolis, succeed- 
ing Shoptaugh & 
Barrett. Mr. Bar- 
rett thas been co- 
general agent for 
10 years. 

Mr. Barrett is 
past president of 
the Indianapolis 
managers  associa- 
tion and Indian- 
apolis C.L.U. He is 
president of the In- 
dianapolis Life In- 
surance & Trust 
Council and a grad- 
uate of L.I.A.M.A. 
management school. 

A. Glenn Shoptaugh, who served 19 
years with Provident and became gen- 
eral agent and co-general agent, plans 
to devote his full attention to life in- 
surance for business and tax purposes. 





J. A. Witherspoon 





named 


Tn- 





Wendell Barrett 


Manhattan Appoints 
Campbell at Sacramento 


Fred W. Campbell has been named 
general agent of Manhattan Life at Sac- 
ramento, He entered the business n 
1936 as an agent and became assistant 
superintendent of John Hancock at Oak- 
land. Following two years military serv- 
ice in 1945, he became supervisor for 
Woodmen of the World in Denver. 





National of Vermont Names 
McGaughan at Providence 


Terrence F. McGaughan has been ap- 
pointed general agent for the National 
Life of Vermont at Providence. Mr. 
McGaughan succeeds Ralph C. Bevan 
who will devote his time to personal 
production. 

Mr. McGaughan, who has been in life 





insurance for 25 years, has served as 
manager for Mutual Life at Spring. 
field, Mass., since 1946 and previously 
was manager at Providence. He became 
a C.L.U. in 1935. He is a graduate of 
Dartmouth and received a law degree at 
Fordham. He entered the navy in 1949 


Union Central 
Names Three 


Union Central has named Carl y,. 
Smith as manager at Fort Wayne, Ind, 
Edwin W. Thompson manager at Rich- 


‘ 


Cc. M. Smith E. 


W. Thompson 


mond, Va., and Walter I. Black associ- 
ate manager at Lincoln, Neb. 

Mr. Smith previously was with Alumi- 
num Corp. and Hoover Co. In 1939 he 
joined Western & Southern Life at Fort 
Wayne. 


Thompson Formerly with Equitable 


Mr. Thompson attended the Universi- 
ties of Pittsburgh and Delaware. After 
war service, where he was a lieutenant 
colonel, Mr. Thompson joined Equitable 
Society at Richmond, becoming district 
manager. He is a member of the board 
of Richmond Life Underwriters Assn. 

Mr. Black entered insurance with 
John Hancock and in 1937 became gen- 
eral agent for Nebraska. After army 
service, he became manager at Cincin- 
nati for Commonwealth Life. He is an 
alumnus of the University of Nebraska 
law school. 


Burr, Hull Become 
Mutual Managers 


Mutual Life has appointed Wesley J. 
Burr manager at Springfield, succeeding 
T. F. McGaughan, who has resigned to 
become general agent at Providence for 
National Life of Vermont. Harry S. 
Hull, Jr., has been named to succeed A. 





Wesley J. Burr 


Harry S. Hull, Jr. 


Emil Lawson at New York City. Mr. 
Lawson has retired because of disability. 

The two new managers have been 
training assistants at ‘the home office 
for a year. Mr. Burr had been assistant 
manager at Buffalo, where he joined 
Mutual Life in 1936. He is a native 0! 
Buffalo, a graduate of Cornell, and a 
C.L.U. 

Mr. Hull was assistant manager at 
Syracuse. He has been with Mutual 
Life since 1937, when he joined the 
company at Rochester. Mr. Hull at- 
tended Yale. 

Mr. Lawson had headed the agency 
since 1947. He joined Mutual Life as 4 
clerk in 1913 and was appointed an as- 
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sistant manager of the Richard E. Myer 


agency in 1945, A 
named 


office. 


year later he was 


a training assistant at the home 


Gardner-Smith Heads 3rd 
Cal. Agency of Ohio State 


Ohio State Life is opening an office 
at San Diego, with Cyril Gardner-Smith 


as general agent. 
He has been in in- 
surance 20 years, 
18 as a manager. 
For the last two 
years he has been 


manager for the 
Equitable Life of 
Canada. He also 


was for a number 
of years with Mon- 
treal Life in Van- 
couver as manager. 
He has been a lead- 
ing personal pro- 
ducer. 

The new agency, 
at 3844 Granada, is 
in California. 





Cc. Gardner-Smith 
a 


Ohio State’s third 


Orwig, Ward, Idalski 
Join General American 


General American 


Spafford Orwig general agent at 


dianapolis, Vencil 


Life has appointed 


agent at Sedalia, Mo., and Walter H. 


Idalski 
Mich. 


as general 


In- 
T. Ward general 
agent at Alpena, 


Max L. Cooley and Philips B. Boyer 
have been appointed district managers 
at Ponca City, Okla., and Little Rock, 


respectively. 


Mr. Orwig was 


formerly general 


agent for Alliance Life of Illinois, which 


withdrew from 


Indiana 
sale to Republic National. 
in life insurance since 1925, 


following its 
He has been 
except for 


two years of service with the war pro- 


duction board. 


Mr. Ward has been in the life insur- 
ance business in Sedalia for some time, 
most recently as assistant manager of 


Victory Life. 


He is treasurer of the 


life underwriters association. 
Mr. Idalski has been general agent in | 


Alpena for the last eight years for Al- | 


liance Life of Illinois. 





Carmen Assistant Manager 


Joseph G, Carmen 





J. G. 


Carmen 


He will work with brokers and 


a full-time unit. 


.pliance 


has been appointed 
assistant manager 
of the Sidney A. 
Kent agency of 
Prudential at Chi- 
cago. He _ joined 
Prudential in Chi- 
cago in 1942 after 
having been district 
sales personne] 
manager for an ap- 
company. 
After serving as as- 
sistant district sales 
manager of Pru- 
dential, he  trans- 
ferred in 1948 to 
the Kent agency. 
develop 


Pacific Assigns Group Men 


Edward H. Jackson has been added 
to the Pacific Mutual Life group field 
division. Mr. Jackson has been a group 
representative with the Occidental Life 


tor three years. 
e€ was 


graduated from Compton 


Junior College in 1940 and served three 
years as an army pilot. 

College graduates who recently com- 
pleted the Pacific Mutual home office 


training course in 


group. insurance 


have been assigned to regional offices. 
Harry G, Bubb, Stanford, has reported 


to the new Houston 
tickson, California, 
Purdue, have been 


office. Dale Fred- 
and Bill Keller, 
assigned to Los 


Angeles. Bob Millman, Michigan, has 


joined the Chicago 


staff; John Post- 


hauer, Purdue, is in Seattle and Jim 
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Workman, California, at San Fran- 
cisco. Roy Proctor, Purdue, will: re- 
main in the home office in the group 
sales division. 


Education Head Named 
by Sterling, Ill., Agency 


Norbert Sullivan has been . named 
life education director by Sterling 
Illinois Agency, Inc., and will assume 
charge throughout the state. He plans 
a 10-week program for field men. 

With 17 years in life insurance busi- 
ness, Mr. Sullivan has served as educa- 
tion director for Eureka-Maryland As- 
surance and North American Accident. 
He is an air corps veteran. 


Shirley Now in Ark. 


William Shirley has been appointed 
sales director of the three Farm Bureau 
companies in Arkansas. He has been 
a district sales supervisor of Country 
Life in Illinois for the past two years. 











Prudential Ups Hunsicker 


Hiram R. Hunsicker has been ap- 
pointed Prudential district manager at 
Fairmont, W. Va. Mr.Hunsicker joined 
Prudential at Alliance, O., in 1931. In 


1935 he became assistant district man- 
ager in charge at Ravenna, O. Mr. 
Hunsicker is a graduate of Mt. Union 
College. 


Two Advanced in N. J. 


Security Mutual Life of Binghamton 
has advanced John R. Murphy from 
cashier to group supervisor at Newark 
and Harry E. Stern to field supervisor 
in northern New Jersey. 

Mr. Murphy has been with the 
Newark agency about three years since 
returning from service. Mr. Stern was 
an attorney before entering life in- 
surance about a year ago. 


Willis District Manager at Macon 


Joseph D. Willis has been appointed 
district manager for General Life of 
Georgia at Macon. Mr. Willis, a naval 
veteran, graduated from Yale University. 











Rockwood to Loyal Protective 


Lyle R. Rockwood, an agent in Cleve- 
land with Monarch Life since 1940, has 
been named general agent in Cleveland 
for Loyal Protective Life. 





Frederic L. Parkhurst has been ap- 
pointed a unit manager in the Faser 
agency of Penn Mutual at Boston. He 
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Ages 60-65 


non-participating 


has been with the agency three years. 
He is an alumnus of Miami University 
in Ohio and is an air corps veteran. 





B. L. May, formerly executive secre- 
tary of the Cedar Falls, Ia., chamber of 
commerce, has joined the Don T. Eells 
agency there, in charge of the life and 
A. & H. department. 


M. J. McCague of Dallas succeeds 
Mrs. Roy Pitts as cashier of the Atlanta 
agency of Pacific Mutual. Mrs, Pitts 
is retiring after 28 years of service. She 
was presented a television set by the 
Georgia field force at a dinner. 





William T. Kozak has been appointed 
manager of the life and accident depart- 
ment of the Charles Kozak & Son 
agency, Milwaukee. He recently took 
the Travelers training course. 





George H. Reavy has been promoted 
to assistant district manager at the 
Springfield, Ill., agency of John Han- 
cock. He is an alumnus of Arkansas 
State College. 


Jack R. Shadburn, who joined Life 
of Georgia at Orlando in 1941 and be- 
came staff manager there in 1946, has 
been appointed district manager at 
Ocala, Fla. He is an army veteran. 





Both participating and 


Ordinary, Paid-Up Age 65, 
Annuities, Retirement Income 
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Rauwolf in Agency Post for 
North American Accident 


S. Robert Rauwolf, vice-president of 
the North American Accident, has also 
been appointed agency director of the 
company. Mr. Rauwolf for 25 years has 
been closely associated with President 
George F. Manzelmann in agency de- 
velopment work. Mr. Manzelmann is 
giving up his duties as agency director 


to devote more time to executive activi- 
ties. 
Mr. Rauwolf has been active in the 


H. & A. Underwriters Conference and 
the American Life Convention. He was 
elected vice-president of North Ameri- 
can Accident in 1947. 

William G: Manzelmann has been ap- 
pointed manager of the franchise de- 
partment. He has had considerable ex- 
perience in the underwriting of group 
and franchise business for North Ameri- 


can. 

Larson at A. & H. Meeting 
Commissioner Larson was the fea- 

ture speaker at the fall meeting of 


of A, & H. Underwriters 
at Orlando. Others on the program in- 
cluded Basil L. DeWitt, president of 
National Standard, Orlando; Ervin L. 
Waller, president of Professional, Jack- 
sonville, and J. Thomas Gurney, Or- 
lando attorney, former chairman of the 
state board of education, 


Florida Assn. 


H. & A. Conference Holds 
Regional Meet at Cincinnati 


Member companies of Health & Acci- 
dent Conference in Ohio, Kentucky, 
Tennessee and Indiana met at Cin- 
cinnati last week for a one-day regional 
conference to discuss problems in their 
territory. About 30 were on hand. 

Representing the conference _ staff 
were C. O. Pauley, managing director; 
John P. Hanna, counsel, and James 
Williams, public relations director. 

W. G. Alpaugh, presideyt of Inter- 
Ocean, presided at the morning ses- 
sion. A discussion of medical insurance 
and an explanation of the Tennessee 
medical care plan was given by Emer- 
son Mitchell of the group department 
of Provident Life & Accident. Mr. 
Mitchell spoke of the problems of 
establishing a care plan, and said the 
chief obstacle is securing the aceptance 
of the public, doctors and insurance 
companies, 

In Tennessee, he explained, the com- 
panies decided on a mixed plan in- 
corporating part service and part in- 
demnity. There is an income limit of 
$3,600 for married persons and $2,400 


for individuals on full benefits under 
the agreement with the doctors. 

Mr. Mitchell said there are 1,600 
doctors participating with 15 com- 
panies in the plan. The plan has been 
in effect for about 314 months and 


He 


already 25,000 persons are insured. 








SELLING “INFORMATION...PLEASE”! ; 











All right, Mr. Patzman. 
You had your hand up first. 


» what’s the secret of 
success in programming? 


A. 


“That’s easy, Professor. General American 


Life’s exceptionally complete line of ‘special need’ 
contracts, plus varied and liberal settlement 
options, make it possible for me to offer life insur- 


ance programs that fit 


the need perfectly. We 


have a contract to fit every situation.”’ 


Mr. Patzman should know. He sells on a program 
basis exclusively and his far above average volume 
represents an average size policy of $12,036. Having 
the tools to do a job properly is a large part of 
life underwriting success. 


Seotoed 
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Saint Louis 


predicted an enrollment of 100,000 by 
January. 

Talks on polio insurance, insurance 
department regulations and recent 
legislation were given by Yessrs. Pauley 
and Hanna of the conference, and 
social insurance was discussed by Don 
Compton, vice-president of Combined. 

Chairman of the afternoon meeting 
was J. W. Scherr, vice-president of 
Inter-Ocean. This session was given 
over to an open forum at which the 
proposed standard__ provisions law, 
schedule plans and hospital relations 
were discussed. 


A. & H. Sales Congresses 
Held in Southern Ohio 


Wesley J. A. Jones of Chicago, ex- 


ecutive secretary of Internationat 
Assn. of A. & H. Underwriters, 
was one of the speakers at a 
sales congress at Columbus Monday, 


sponsored by the Columbus and Ohio 


state associations. His subject was 
“Foundation of Life.” Other speakers 
were: Paul T. Williams, Indiana state 


manager of World, “Prospecting”; Carl 
A. Ernst, North American Life & Cas- 
ualty, St. Paul, treasurer of International 
association, “The 4 S’s in Selling”; 
A. W. Adee, Philadelphia, manager of 
Educators Mutual, “Building Income 
Through A. & H. Insurance,” and Dr. 
Harvey Clodfelter, Columbus, ‘The 
Evils of Socialized Medicine.” 

Similar congresses were held at Cin- 


cinnati Tuesday and Dayton Wednes- 
day. 
William B. Treacy, president of the 


Dayton association, has been named a 
member of the board of the Ohio asso- 
ciation to succeed Spottswood W. Duke, 
Ohio State Life, Dayton, who resigned. 
The annual meeting of the state asso- 
ciation will be held at Columbus, April 
14, 1950. 


Wisconsin National Puts Out 
New A. & H. Policy Series 


Wisconsin National Life has put out 
a new series of A. & H. policies, with 
liberalizations on several points. All of 
them provide in case of dismemberment 
or loss of sight for monthly indemnity 
for total and/or partial disability in addi- 
tion to principal sum benefits; principal 
sum increased 10% each year irrespec- 
tive of mode of premium payment; in- 
contestable clause, two years except as 
to fraud; short form standard provision 
No. 1, non-prorating. Most of them 
also use “accidental bodily injury” in- 
stead of “accidental means.” 

The business and professional men’s 
policy now pays 10 years for “his occu- 
pation” and thereafter for “any occupa- 
tion.” Surgical indemnities are increased 
about 25% and many more operations 
covered in this policy and the ‘‘master” 
accident policy. In both the business 
and professional women’s policy and 
non-occupational policy partial accident 
disability is now 50% instead of 40%. 
In the latter the “regular” form is 
changed from 4th day accident and 
sickness to first day accident and 8th 
day illness and hospital coverage from 
three to two months. 

Riders also are offered increasing and 
extending non-confining sickness bene- 
fits; blanket medical expense for acci- 
dent; hospital expense, accident or sick- 
ness, and surgical expense for policies 
where that is not a part of the regular 
coverage. 


Threat of Welfare State 


labor, along with 
interests, faces a serious threat 
welfare state, E. H. O'Connor, 
ance Economics Society, told 
Underwriters Assn. of St. Louis. 
“The labor leaders of America, of 
course, think that they can control the 
expanding social security movement in 
this country. But, unless the trend to- 
ward the eventual welfare state in Amer- 
ica is checked, labor will go the way 


other 
in its 
Insur- 


& H. 


Organized 


—. 


that it has taken in every other totalj- 
tarian a since the course of history 
began,” O’Connor added. 

He Wy ‘pictured the mess that the 
economy of this country will find itself 
in if H.R. 6000 is enacted into law. He 
said this is the first major legislative 
step forward to the welfare state, be. 
cause it will become the base of opera- 
tions for further extensions of the social 
security act into other insurance fields, 
workmen’s compensation, temporary dis. 
ability and finally state medicine and 
insurance. 

He said that perhaps the best defense 
against the welfare state is for insur- 
ance salesmen of America to do such 
a fine job in the distribution of voluntary 
plans of protection through A. & H, 
insurance, etc., for the 140 million people 
in the United States that there will be 
no excuse for state insurance in this 
country. 


Agenda for Conference 
Underwriting Forum Given 


A. & H. insurance underwriting in al] 
its phases will receive the attention of 
nearly 150 underwriting executives at 
the underwriting forum sponsored by 
the underwriting committee of the 
H. & A. Underwriters conference at the 
Edgewater Beach Hotel, Chicago, 


Nov. 9. 

Alport, Business Men’s As- 
surance, committee chairman, will lead 
off with a report on the work of his 
committee. Underwriting problems in 
writing polio insurance will be discussed 
by C. D. Scott, Great American Re- 
serve, and J. M. Wickman, North Amer- 
ican Life & Casualty, will review under- 
writing forms, policy issue, methods and 
costs. 

In addition a “questions and_prob- 
lems” session will discuss in round-table 
fashion more than 20 particular prob- 
lems submitted in advance by members 
of the conference. Included are questions 
on hospitalization insurance underwrit- 
ing problems, specific disease and ill- 
ness problems, and discussions on ac- 
cepting impaired risks, acceptance of 
woman applicants and use of binding 
receipts. 

The highly popular “case clinic,” in 
which out of the ordinary underwriting 
problems are presented and the probable 
underwriting solution discussed, will be 
held again this year. More than 20 such 
cases have been presented for discussion. 





“White Cross” Program Is 
to Be Revised in Iowa 
DES MOINES—Commissioner Alex- 


ander of Iowa following a hearing is- 
sued an order for Bankers Life & Cas- 
ualty of Chicago, to discontinue distribu- 
tion in Iowa of certain advertising in- 
cluding the use of the slogan, “The 
White Cross plan.” 

The order stated that company repre- 
sentatives had indicated a willingness to 
avoid a confusion of names by using in 
the state some distinguishing feature in 
connection with its corporate name. One 
of the complaints was the confusion ex- 
isting over the similarity of its name and 
that of Bankers Life of Des Moines. 

Principal objections made by the de- 
partment, however, was use of the slo- 
gan “The White Cross plan” in a circu- 
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lar which gave no reference to the 
company issuing the proposed coverage. 

The department said the circular con- 
tained no direct reference to any policy 
or policies and subordinates almost en- 
tirely the name of Bankers Life & Cas- 
ualty to the “White Cross plan.” 

Mr. Alexander said the policies of 
Bankers L. & C. approved by the de- 
artment contained no reference'to any 
White Cross plan and use of such a 
slogan would be contrary to a depart- 
ment ruling. He said the “Blue Cross” 
has come to represent a mutual non- 
profit hospital service and this type of 
insurance is written by corporations 
specifically organized for that purpose. 


Stumpf Gives Three Talks 
in Pacific Northwest 


Seattle Assn. of A. & H. Under- 
writers heard Charles Stumpf, Madison, 
Wis., International association presi- 
dent, urge opposition to compulsory 
health proposals and all similar plans 
for socialization of insurance at a 
luncheon meeting. Mr. Stumpf also ad- 
dressed meetings at Spokane and Port- 
land. He was accompanied by C. H. 
Tull, Provident Life & Accident, 
Seattle, regional director for the asso- 
ciation, on his visit to those cities. 

“Man is never less secure than when 
he is being taken care of by someone 
else,” Mr. Stumpf contended. “Let’s be 
for free choice and a free competitive 
system.” 

He declared that the state of Wash- 
ington has the greatest responsibility 
that any state has had in 50 years as a 
result of the coming referendum vote in 
1950 on the UCD measure. The trend of 
the entire nation may be decided by that 
vote, he said. 

Mr. Stumpf expressed the hope that 
everything possible would be done to 
defeat H.R. 6000 passed by the lower 
house of congress and to come up in the 
senate after Jan. 1. 








Four City A. & H. Sales 
Congress in Tex. Is Set 


Plans have been completed for the 
Texas four-city A. & H. sales congress 
Dec. 5-8 to be conducted at Lubbock, 
Dallas, San Antonio and Houston in 
that order. 

The speakers: that will make the cir- 
cuit are E. F. Gregory, state manager 
of Business Men’s Assurance, Denver, 
board chairman of International Assn. 
of A. & H. Underwriters; William D. 
Bacon, general agent of Occidental Life 
at San Antonio, whose subject will be 
“Underwritten or Underrotten”; Carl A. 
Ernst, manager of North American Life 
& Casualty at St. Paul, and Clifford Mc- 
Donald, agency supervisor of Insur-O- 
medic Life, on “How I Sell Accident & 
Health Insurance.” General chairman 
of the meetings will be Emerson Davis, 
Texas manager of Inter-Ocean. 

Texas Assn. of A. & H. Underwriters 
is sponsoring the meetings. Porter By- 
waters, head of the hospitalization de- 
partment of Employers Casualty, is 
president of the Texas association. 


New Occidental A.&H. Forms 


Occidental Life has announced a 
completely new line of accident and 
sickness policies. The insuring clause 
has been changed to “accidental bodily 
injuries. The accident medical expense 
benefit has been increased 50% and 
is retroactive to all policyholders who 
have this coverage at no additional cost. 
Optional feature of the dismemberment 
clause has been broadened. Liberalized 
air travel coverage formerly issued in 
rider form has been made a basic part 
of all new accident policies. A new 
and liberalzed surgical schedule has 
been developed. 


To Discuss N. J. Disability Law 

A series of educational conferences 
has been arranged by the directors of 
the New Jersey division of employment 
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security, which handles disability insur- 
ance, for New Jersey Manutacturers 
Assn. Lectures will be conducted in 
Trenton Dec. 8 by William F. Dittig, 
superintendent of disability insurance 
service, on administration of the disabil- 
ity insurance program, and by William 
C. Nowels, deputy attorney general as- 
signed to disability insurance, on the 
legal phases of the program. A ques- 
tion and answer forum will follow the 
talks. 


C. B. Stumpf, president of Interna- 
tional Assn. of A. H. Underwriters, 
and Dr. Donald Donisthorpe of In- 
dustrial Hospital at Los Angeles, will 
address the November meeting of A. & 
H. Insurance Managers Assn. of San 
Francisco. 


COMPANY MEN 
Hodgkins Paul 


Revere Agency V.-P., 
Harry Wood Resigns 


J. Harry Wood has resigned as execu- 
tive vice-president of Paul Revere Life 
and Massachusetts 
Protective; his 
agency duties being 
assumed by Ed- 
ward R. Hodgkins, 
who has been elec- 
ted vice - president 
and manager of 
agencies, 

Mr. Wood was a 
vice - president of 
John Hancock be- 
fore jOining the 
Massachusetts Pro- 
tective companies. 
Before that he was 
with L.I.A.M.A. 
after having been earlier with the Han- 
cock. 

Mr. Hodgkins joined the company in 
1932, becoming assistant secretary in 1935 














E. R. Hodgkins 


and superintendent of agencies earlier’ 


this year. He is a graduate of United 
States Naval Academy and served as a 
lieutenant commander during the war. 
In other changes Joseph C. Molder, 
formerly secretary, becomes vice-presi- 
dent and secretary; Robert D. Harring- 
ton, formerly treasurer, becomes vice- 
president and treasurer; Orville F. Gra- 
hame, formerly general counsel, becomes 
vice-president and general counsel, and 
Harold R. Lawson, formerly actuary, 
becomes vice-president and _ actuary. 
Other appointments include Francis A. 
Harrington as vice-president and group 
secretary; Warren A. Ellsworth as 
comptroller and assistant secretary, and 


Stephen R. Johnson as assistant treas- . 


urer and assistant secretary. 


Dudley, Pacific Mutual 


Vice-President, Retires 


Howard S. Dudley, for more than 30 
years with Pacific Mutual Life as @ di- 
rector and officer, 
has retired as vice- 





president. 
Elected a direc- 
tor in 1918, Mr. 


Dudley at one time 
served as vice- 
president, treasurer 
and secretary. He 
is a member of the 
executive commit- 
tee, the securities 
and mortgege loan 
committees, and 
will retain these 
posts, as well as his 
membership on the 
company’s board of directors. 


Hook, Balnave Take Posts 


Albert M. Hook has been promoted 
to assistant regional manager of Pru- 
dential at San Francisco. Mr. Hook 
joined Prudential in the home office in 





Howard S. Dudley 
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1933. He was promoted to staff as- 
sistant in 1947 and transferred to San 
Francisco in 1948 as regional staff as- 
sistant. 

John Balnave has been appointed re- 
gional sales reviewer and office man- 
ager at the Los Angeles group sales 
office. Mr. Balnave joined Prudential 
in the home office in 1936. He was ap- 
pointed western home office sales re- 
viewer in 1948. 


Ringer Vice-President 
of Citizens Nat'l Life 


Morley H. Ringer, for two years treas- 
urer of Central Life of Illinois, has been 
electetl executive vice-president of Citi- 
zens National Life of Indianapolis. 


Union Life Names Two 


W. Monroe Huntley of Richmond has 
been named general counsel of Union 
Life of Richmond, and Irving N. Wain- 
wright has been elected a director. 


Reitemeyer Named Director 


John R. Reitemeyer, president and 
publisher of the Hartford ‘‘Courant,” 
was named to the board of Connecticut 
Mutual Life. He succeeds Raymond E. 
Baldwin, who resigned because of his 
appointment to the state supreme court. 

Mr. Reitemeyer is an alumnus of 
Trinity College. He became president of 
the Hartford “Courant” in 1947. 


Shift Mitchell to Boise 

Augustus J. Mitchell, Jr., has been 
assigned by Prudential to Boise as as- 
sistant resident attorney. Mr. Mitchell 
joined Prudential in the home office law 
department in 1943. He was promoted 
to attorney in 1945 and became assistant 
resident attorney in northern New Jer- 
sey in 1947. He was transferred to Los 
Angeles in 1947. 
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United of Chicago 


Takes Over 
Virginia L. & C. 


United of Chicago has reinsured Vir- 
ginia Life & Casualty of Richmond. The 
reinsurance agreement was approved as 
of Oct. 31 by the Illinois and Virginia 
departments. 

Virginia Life & Casualty has in force 
$25 million of life insurance, of which 
a large portion is on the weekly pay- 
ment plan. The agency force consists of 
100 men, and the business is located in 
Virginia and District of Columbia. The 
acquisition of this business gives United 
a total of $140 million of life insurance 
and a weekly debit approximating $300,- 
000. 

E. Linwood Fidler, secretary-treas- 
urer, who has been associated with Vir- 
ginia Life & Casualty for 25 years, will 
remain with United as eastern auditor 
and state agency manager of Virginia. 
He has been the principal operating 
officer of Virginia L. & C. 


Tops $1 Billion in Canada 


Prudential’s business in force in Can- 
ada is now more than $1 billion. The 
company, which has been in Canada for 
40 years, has $275 million invested in 
Canadian railways, public utilities, indus- 
tries and in government and municipal 
bonds. It has $65 million invested in 
city and farm mortgages. 


Organize All American 


ATLANTA—AIl American Insurance 
Co. held an organization meeting of 
stockholders. The directors’ elected 
Josiah T. Rose, president and treasurer; 
W. T. Hudgins, vice-president and sec- 





“It is to laugh”... said Sam 
som rare..."I’m far above such sordid things...They’re 


none of my affair”... But for 


Giraffe... inhaling a blos- 


you and me...Down where 


we see... the uncertain facts of life...There’s protec- 
tion and assurance in B.M.A.’s 
complete insurance...for Accident, 


Health 


and Life. 
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retary in charge of agencies, and L. H. 
Tucker, assistant secretary. 

The company has authorized capital 
of $1,000,000.’ The present subscribed 
capital paid in is $100,000 and surplus 
is $100,000. 

The company plans to begin operation 
in January, writing ordinary and _ in- 
dustrial life, A. & H., group and hos- 
pitalization in Georgia. 


N. W. Nat'l Buys Site 
for H. O. Building 


Northwestern National Life has pur- 
chased a tract of land on the shore of 
Lake Calhoun in Minneapolis as a pos- 
sible home office building site. The tract 
is about three miles from the downtown 
business district. Plans are in the for- 
mulative stage, and actual construction 
probably will not be started for another 
five years. 


Makes College Cost Survey 


A research survey of costs at 250 of 
the largest colleges was conducted by 
Connecticut Mutual Life, the results be- 
ing published in booklet form. 

The average cost for one year 
$1,281, excluding maintenance during 
summer vacations, or such luxuries as 
fraternities, sororities or cars. The com- 
pany found that 16 hours would be the 
maximum number the average student 
could work per week and for this the 
student would receive an average hourly 
wage of 70 cents. 


Award “Oscars | of Industry” 


Massachusetts Mutual was awarded a 
bronze “Oscar of Industry” for the best 
annual report in the life insurance classi- 


is 


fication at the dinner given by the 
“Financial World,” sponsor of the 


awards. Runner-up was New York Life, 
Guardian Life being third. New York 
Life won the “best of all financial’ 
classification for annual report adver- 


Montgomery Resigns as 
Southland Vice-President 
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MONTGOMERY 


PAUL V. 


_Paul V. Montgomery has resigned as 
vice-president and actuary of Southland 
Life, with which he has been connected 
for 26 years, to go into consulting actu- 
arial work in Dallas. Mr. Montgomery 
graduated from the University of Texas 
in 1907 and started that year with Ft. 
Worth Life, joining Southwestern Life 
in 1909 as assistant actuary. He re- 
turned to Ft. Worth Life in 1914 as 
vice-president and actuary. He is a fel- 
low of the Society of Actuaries. 
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tisements, Equitable Society being thirg 
in this category. 


Take $40 Million Issue 


Union Oil Co. of California has solq 
$40 million of 234% notes due in 197 
to Aetna Life, John Hancock, Ney 
York Life, Northwestern Mutual and 
Bankers Trust Co. of New York City 
The oil company is using $22,400,000 to 
buy another company and $14,600,000 to 
retire 3% debentures. 


New York Life is financing a 10-story 
building under construction in Dallas 
which Atlantic Refining Co. will o¢. 
cupy on a long-term lease. 


_ Harold Thompson has been named as- 
sistant actuary of Monarch Life of Cap- 


ada. He is a fellow of Society of Ac. 
tuaries. 
Eagles’ National Life has been ad- 


mitted to Minnesota. 


ASSOCIATIONS — 


Cal. Assn. Chairmen Named 
by President R. L. Hoghe 


President Russell L. Hoghe of Cali- 
fornia Life Underwriters Assn. has 
named the following committee chair- 
men: 

By-laws, Herrick C. Brown, Oak 
land; caravan, co-chairmen, Don W. 
Munro, San Francisco, and Robert N. 
Cecil, Los Angeles; sustaining member- 
ship, Richard J. Shipley, San Francisco; 





legislative, Kellogg Van Winkle, Los 
Angeles; membership, A. J. Gillette, 
San Diego; C.L.U., R. Edwin Wood, 


San Francisco. 


Canadian Assn. Sets Dates 


The annual meeting of Life Under- 
writers Assn. of Canada will be held at 
the Royal York hotel, Toronto, Jan. 
20-21. 


Chicago Women Life Underwriters 
will hear Ethel Gwinn, Connecticut Gen- 
eral Life, discuss “Underwriter’s The- 
sis.’ 


Norfolk—Daniel P. Cahill, supervisor 
of schools Mutual Life, spoke on good 
habits, training, and record keeping as 
essentials of good life insurance produc- 
tion. He cited a survey showing that 
84% of employed men require close su- 
pervision, 14% can work as supervisory 
assistants, but only 2% can manage 
themselves and others. 

Chattanooga—James R. Adams, direc- 
tor of agencies for southeastern states 
of American National, addressed the Oc- 
tober meeting. 

Nashville—John H. Jamison, Chicago 
general agent of Northwestern Mutual, 
spoke on “Opportunities Unlimited.” 

Richmond, Va.—The annual outing was 
held Oct. 28. 

Charles L. Kessler, adjutant of the 
Virginia department of the American 
Legion, was the dinner speaker. 

Madison, Wis.—Arthur H. Brayton, 
head of the convention bureau of the 
Des Moines Chamber of Commerce, 
talked on “Telling the World Effec- 
tively.” He is a former newspaper man 
and trade paper editor. 

Green Bay, Wis.—R. Wayne Allison, 
Milwaukee, Wisconsin general agent of 
National Life of Vermont, spoke and 








SALES DIRECTOR 


Desires to contact President of medium 
or small Ordinary company who is 
dissatisfied with present sales volume, 
field force development, and costs. 
Record of know-how and results in re- 
cruiting, training, and sales promotion 
direction under present day and pre- 
war conditions. Confidential resume 
furnished. Address Box W-45, National 
Underwriter. 
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presented a C.L.U. certificate to Timothy 
Blaney, Northwestern Mutual, at a meet- 
ing of Northeastern Wisconsin associa- 
tion. 

Oklahoma City—FE. Richard Turpin of 
Los Angeles, presented a “Basic Formula 
for Successful Selling.” He is manager 
of the training department of the west- 
ern home Office of Prudential. 
members were awarded the 





Four 
C.LU. designation: G. Scaling Corbyn, 
American Mutual; Milton CC. <Asfahl, 


Equitable of lowa; Robert C. Van Vieck, 
phoenix Mutual, and Robert C. Howard, 
Jr., Liberty National. 

L. Cc. Mersfelder, Kansas City Life, 
urged attendance at the Friday Forum 
of the Chamber of Commerce Dec. 16, 
when O. Sam Cummings, Kansas City 
Life, Dallas, will use life insurance as 
the basis of his talk on “The American 
Plan of the Private Enterprise System”. 

St. Paul—L.U.T.C. classes have been 
started and will be at the home offices of 
Minnesota Mutual Life and Mutual Serv- 
ice Life. 

Binghamton—Annual dinner dance was 
held in Johnson City. Norman Carson, 
superintendent of agencies Security Mu- 
tual Life, presented national quality 
awards to top association salesmen. 

Jamestown, N. Y.—Leo P. Noonan, 
state assemblyman, addressed the asso- 
ciation meeting. > 

Long Island, N. ¥.—Meade C. Dobson, 
chamber of commerce manager, was in a 
panel discussing the agent as a _ busi- 
ness man. Leroy S. Zider, association 
president and general agent Mutual 
Benefit Life, was chairman. 

Grand Rapids—Alden C. Palmer, ex- 
ecutive vice-president of Insurance R. 
& R., spoke on the ways a wife can help 
her husband in insurance business.: The 
meeting was held jointly with the man- 
agers association. 

San Francisco—Judd C. Benson, Union 
Central, Cincinnati, president of N.A.L.U., 
spoke on “Together We Stand,” the talk 
which he made at the recent annual 
meeting of the American Life Conven- 
tion. 

District of Columbia—Henry W. Per- 
sons, manager Mutual Life, Chicago, ad- 
dressed a gathering of 350 on “A Friend 
in Need.” The B. L. Wilner memorial 
award was presented to W. Ellwood Ba- 
ker, New York Life, educational chair- 
man of the D. C. association. 

Little Rock, Ark.—A review was given 
of the Cincinnati convention of N.A.L.U. 
Those on the program, were W. B. Weese, 
president; J. W. Cooper, president Ar- 
kansas association, and F. A. Vineyard, 
national-committeeman. 

San Antonio—The L.U.T.C. class held 
its first session Oct. 28, with a registra- 
tion of 35. Matthew Brown, General 
American, chairman of the Texas asso- 
ciation committee on L.U.T.C. work, 
spoke briefly. R. Sam Barnes, General 
American, is instructor. 

East Florida—G. S. Cutini, agency as- 
sistant of Life of Georgia, spoke. 

Niagara Falls, N. Y.—Graham A. Wal- 
ter, Canada Life, Toronto, addressed the 
October meeting. 3 
Fort Wayne, Ind.—Thirty-one men 
representing 16 companies have enrolled 
for the first L.U.T.C. class. Thomas P. 
Riddle, Jr., is the instructor. 














Atkinson Appointed Austin 
Manager: Honored at Party 


Ben P. Atkinson, assistant agency di- 
rector of American General Life of 
Houston, who at his own request has 
been appointed manager at Austin, was 
guest of honor at a dinner and cocktail 
party given by the company at Austin. 
Davis Faulkner, executive vice-president 
of American General, and Ford Mun- 
nerlyn, vice-president and agency direc- 
tor, presided. Commissioner Butler, 
and the general agents and managers of 
Austin were guests. 


North Agency Renewal Office 


The W. E. North Agency of New 
York Life, Chicago, has been made @ 
fenewal branch office and will now be 
Tesponsible for the collection of all 
Premiums, the completion of death 
claims, and the arrangements for loans 
i connection with its policies. 


XUM 


The agency has acquired additional 
office space and has added several per- 
sons to its clerical staff. Nicholas Kraus, 
formerly cashier at Indianapolis, has 
been transferred to the agency as 
cashier. 


Pree ° 

Tampa District Wins 

The Tampa district of American Na- 
tional won first prize in the eastern di- 
vision for top production. Leo Sexton 
of Atlanta, eastern division director of 
agencies, made the award at a victory 
banquet. 


Tops $500,000 Again in Oct. 


For the second consecutive month the 
Allen L. Dickey agency of Great-West 
Life at Beverly Hills, Cal., topped $500,- 
000 in paid for, the October figure being 
$550,264.00. It has paid for more than 
$4 million paid-for for the year to date. 
October submitted business was $2,163,- 
875.00. 





Gulf Life has contracted to build a 
two-story building for its Pensacola 
agency. 

A dinner-dance will close a production 
contest of the Newark agency of Aetna 
Life. 


Occidental Life held open house at its 
new branch office at Pasadena. Earl 
Clark, formerly home office supervisor 
for southern California, is manager. 


POLICIES 
Conn. Mutual Plans 
Dividend Increase 


Connecticut Mutual Life plans a divi- 
dend increase for 1950 of about 714%. 








It is estimated that dividends in 1950 
will be approximately $11,475,000. 
This is the fourth time since 1945 


that the company has increased its divi- 
dend payments. While the average in- 
crease is about 744%, the change in in- 
dividual dividends is not uniform, as 
varying adjustments have been made to 
maintain equity. There is no change in 
the interest on optional settlements and 
dividend accumulations. 


Provident Mutual 
1950 Dividends Up 


Provident Mutual has announced an 
increased scale of dividends in 1950 on 
all policies issued on the C.S.O. reserve 
basis since Jan. 1, 1948. At many points 
the increases are substantial. 

An inereased scale of dividends in 
1950 will also apply on all 244% reserve 
policies issued since March 1, 1944. 

On 3% reserve policies issued from 
March 1, 1935, to Feb. 29, 1944, the 1950 
scale will be greater than in 1949, in the 
majority of cases. In some cases the 
dividends will remain the same, while on 
a few policies which contain unusually 
favorable guarantees there will be small 
reductions. , 

The dividend scale for 344% reserve 
policies, which have particularly liberal 
guarantees, will remain unchanged in 
1950. 


Northwestern Mutual Will 
Continue Dividend Scale 


Northwestern Mutual Life will con- 
tinue for 1950 the same scale of divi- 
dends paid in 1949, according to Elgin 
G. Fassel, actuary. 

The rate of interest allotted under 
options of settlement and other funds 
held for policyholders and beneficiaries 
continues to be 3% on most policies, 
but will be 234% on policies with a 
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“T'll bet that Bankerslifeman gets his foot in the door yet!” 


Bankerslifemen Know When to 
Follow-up on Prospects 


The typical Bankerslifeman has been trained to know how and 
when to follow-up on prospects, although we must admit we 
don’t know any who carry the follow-up to the extent of trailer- 


chasing. 


Equipped by training from his first days in his agency office, 
the Bankerslifeman follows-up personally and with interview- 
getting promotional materials. His training is carried on under 
careful supervision in the field and through home office directed 
schools through his first three years in the business. Then, as 
conditions warrant, further training is offered to keep him well- 
informed to make the best possible use of the very favorable 


contracts Bankers Life writes. 


Such training earns respect and makes the typical Bankers- 
lifeman the kind of life underwriter you like to know as a friend, 
fellow worker or competitor. 


Bankers /ife Compa 


DES / MOINES ’ 














Given competitive rates and plans, 
along with the utmost in service and 
security to his clients, an agent is 
entitled to expect from his Company 
.....a fair and liberal contract which 
will give him a permanent and vested 
interest in the business he writes. 
This Company believes in and offers 
these things... . . its exceptional 
progress is evidence of this belief. 


Independence of action is fundamental to the American Agency Syster. 


“ eamenatin Lire 


INSURANCE COMPANY © PHILADELPHIA 7, PA. 


Established 1906 
WILLIAM ELLIOTT, President ° BERTRAM S. BALCH, Superintendent of Agencies 
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lower interest guarantee, the same as 
in 1949, 

The annual dividends to be paid in 
1950 will total more than $38 million. 
Northwestern Mutual now has nearly 
$6 billion of life insurance in force on 
1,370,000 policies. 


Family Income Rates Revised 


North American Life of Canada, has 
revised its rates for the 15-year, 20-year, 
to age 60 and to age 65 family income 
benefits. Premiums are now payable for 
only two years less than the benefit 
period as compared with the old rates 
which were pavable for five years less 
than the benefit period. 





Baltimore Life has brought out a new 
family security rider which provides an 
income from date of death to the end 
of the selected period, 15, 20 or 25 years 
from date of issue. 


MANAGERS 


Should Explain Reason 
for Lower NSLI Price 


HARTFORD—It is the duty of 
agents to tell the public the reason for 
the difference in cost between private in- 
surance and National Service Life In- 
surance, Charles J. Zimmerman told 
Hartford General Agents & Managers 
Assn. 

“The government is running the larg- 
est life insurance company in the world 
and has no overhead expenses,” Mr. 
Zimmerman said. “That js why NSLI 











costs less than life insurance purchased 
from private companies.’ 
He listed f 


no overhead 
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charged against it; no service-incurred 
disability and death claims against it; 
preferred treatment on its investment 
funds; and no taxes. 





Hoyer Columbus Speaker 


Ralph W. Hoyer, general agent of 
John Hancock, addressed Columbus 
(O.) Assn. of Life Managers & Gen- 
eral Agents Monday. 


Cashiers Change Meeting Date 

Life Agency Cashiers of Chicago have 
changed the date of their next meeting 
originally scheduled for Nov. 15 to Nov. 
14. On the 14th they will attend the 
town meeting arranged by the Chicago 
C.L.U. chapter. 





The M. Glenn Tuttle agency of Lin- 
coln National Life, Miami, ranked 10th 
in paid production for September. 





Austin (Tex.) Life Agency Cashiers 
Assn., heard a report on the convention 
at Fort Worth from President Frances 
Stromquist, Great Southern Life. 


The Pittsburgh Life Managers Assn. 
at its luncheon Nov. 8 will hear Raleigh 
M. Stotz, general agent of Mutual Bene- 
fit Life at Grand Rapids, on “Keeping 
the Algency Going.” 


R. & R. to Expand Movie 
Work Under Spencer 


Insurance R. and R. has begun the 
production of sponsored 16-mm. motion 
pictures for life companies. R. & R. 
will produce films on contract to com- 
memorate anniversaries and others for 
use with general public relations pro- 
grams while special films to solve com- 
pany problems will be made in fields of 
direct selling, training, recruiting, su- 
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robinson crusoe 
would have it 
Balanced, Too! 


Granted enough human population on his 
island, Robinson Crusoe, wise man that 
he was, would have discovered the need 
for founding a Life Insurance Company. 
To achieve this goal, he would have had 
to find sufficient people in average 
normal health, a well-organized method 
for reaching them, well-spread 
investment opportunities, and a 
cheerful, efficient group of co-workers. 
While solving these problems he would 
have discovered that in Life Insurance. 
strength in one category must be 
supported by strength in the others... 
for smooth functioning demands balance. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA + PENNSYLVANIA 


HeNATIONAL UNDERWRITER 











pervision and policyholder service. 

The success of R. & R.’s independ- 
ently produced, full-color life insurance 
films and the numerous requests re- 
ceived from the field have prompted the 
organization to expand its production 
activity. 

William R. Spencer, director of the 
motion picture division, will head the 
new setup. Studio facilities are located 
in Des Moines. 


Heart of Texas 
Congress at Waco 


The Heart of Texas sales congress 
was held at Waco with about 160 pres- 
ent from the Austin, Central Texas and 
Waco Assns. of Life Underwriters. 
W. D. Mayfield, president of Texas 
Life, and K. H. Easley, secretary of 
Amicable Life, joined in welcoming the 
congress. 

“Sales Processing” was treated by 
Arthur W. Lowery, Dallas, southwest- 
ern regional supervisor of John Hancock. 
He stressed the importance of ascer- 
taining what income the prospect and 
his family may expect from social secur- 
ity or other benefits and with this in- 
formation as a basis, providing through 
life insurance the minimum income on 
which he as a retired worker or his 
family may maintain itself. 


Value of Programming 


Donald E. Bishop, who is mid-conti- 
nent regional manager of Prudential. 
presented the value of programming. As 
to why the agent should learn program- 
ming, when it involves more and harder 
work, he said program selling pays 
handsomely and is professional selling, 
which renders a service that is as truly 
professional as that of the lawyer or 
doctor. He would sell the policy on 
the basis of an established need. With 
the program approach the young man 
may meet the older man and be assured 
of his respect. 

Mr. Bishop emphasized the importance 
of establishing first the minimum needs 
and then considering other needs. He 
would have the presentation show that 
the income may be spent by the widow 
as she sees fit, telling the prospect that 
he is the best judge of his own and fam- 
ily needs and what these call for in the 
matter of income. He pointed out that 
the return from insurance when paid 
on an income basis is greater than when 
on a lump sum basis. 


Importance of Association 


L. Mortimer Buckley, New England 
Mutual, Dallas, president Texas asso- 
ciation, was the luncheon speaker. He 
spoke of the importance of the associa- 
tion in service for the agent and the 
need to protect producers from being 
put out of business by government con- 
trol of life insurance. 

W. F. Blackiston, supervisor.of policy 
agreements of Southwestern Life, dis- 
cussed “Settlement Options.” He said 
the contract must be flexible enough to 
accomplish the best results for the bene- 
ficiary. He warned against writing an 
educational policy without providing 
for the support of the child before he 
reaches college age. He urged a com- 
plete knowledge on the part of the agent 
of what the settlement options will ac- 
complish, and selling based on the val- 
ues involved in the accomplishment of 
specific objectives. 

The closing address was “Let’s Make 
Some Money” by Ford D. Albritton, 
vice-president and manager of agencies 
of Great Southern Life. He said there 
must be a plan charted so that the agent 
may know where he is headed. The 
agent must decide what he wants and 
act on that decision. 


Silver Club Gathering 


The Silver Club of North American 
Accident of Chicago, which consists of 
home office employes with 25 or more 
years of service, held its annual dinner 
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gathering. There are now 23 members 
four of whom are retired. The 19 that 
are still active represent a total Period 
of service of 598 years. Miss Lucy 
Stevens, the president, is the oldest em- 
ploye in point of service with a total 
of 43 years. She served as toastmaster 
About 10% of the employes are Silver 
Club members. 


Cowton Completes 30 Years 


of Application a Week 


GRAND ISLAND, NEB. — George 
Cowton of Equitable Society is ready 
for a vacation after 
completing 30 years 
in which he wrote 
an application each 
week, which he be- 
lieves is a world’s 
record. 

His report states 
he wrote two ap- 
plications per week 
in 1925 and 122 for 
$201,000 on Sept. 
29 that year, a rec- 
ord for applica- 
tions in one day. 
In Equitable’s 75th 
anniversary year, 
he wrote 75 applications in 75 days and 
in June, 1935, wrote 25 in 25 days. 


Aetna Loses Shooting Case 


Double indemnity benefits from Aetna 
were upheld by the Indiana appellate 
court for a widow whose husband died 
of a gunshot wound inflicted at the 
farm of a friend under mysterious 
circumstances. 

Aetna, which 





George Cowton 





had paid the policy 
face value of $20,000, appealed from 
lower court decision that the death 
may not have been suicide. Absence oi 
powder burns on the clothing of the 
deceased, despite testimony that the 
insured was alone in the farm home 
at the time the fatal shot was fired, 
was a strong point in the beneficiary's 
favor. Judgment was rendered on 
$23,800. The case is Nicol vs. Aetna. 


Talks to Service Clubs 


Lawrence E. Balza, New York Life 
agent at Green Bay, Wis., a life mem- 
ber of the Million Dollar Round Table, 
spoke on “What Kind of a Gambler 
Are You?” at a meeting of the Lions 
Club of New London, Wis., and Ki- 
wanis Club of Shawano, Wis., with 
other similar dates in prospect. His 
talk establishes the fundamentals basic 
in estate planning, applicable to either 
small or large estates, and points out 
the penalties for failure to make such 
plans. 


Travelers Plan OK'd 

Travelers stockholders voted 160,353 
to 29 in favor of a 100% stock dividend. 
Each of the 9,500 stockholders will re- 
ceive a new share of stock for each one 
held, doubling the capital from $20 mil- 
lion to $40 million. A heckling stock- 
holder was among those attending the 
meeting and suggested among other 
things that the par value of company 
shares be reduced from $100 to $10. 


Geo. M. Kirkland has been named 
unit manager of Acacia Mutual in At- 
lanta. He has been in insurance work 
for 10 years. He graduated from the 
Atlanta division of University ot 
Georgia. 

Bert C. Bentley, Chicago, attorney, 
will speak on “Tax Aspects of Group 
Underwriting” before the Nov. 7 meet- 
ing, of the Chicago Group Supervisors 
Assn. 

Charles E. Ives, former partner 0! 
Julian S. Myrick in the Ives & Myrick 
agency of Mutual Life in New York 
City, was the subject of a brief sketch 
in last week’s “Life” magazine. Below 
a two-column picture of Mr. Ives, the 
article stated: “Last week a fanatically 
shy, enigmatic man who may well be 
America’s greatest composer, passed his 
75th birthday in West Redding, Conn.’ 
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Federal Tax Plan Is Worked Out 


(CONTINUED FROM PAGE 1) 





—— 

experience of the companies for the pre- 

vious year. The average valuation rate 

formula will be used for the three 
” 


years. : Peet dae 
“Mr. Lynch emphasized that this is 
only stop-gap legislation” and_ that 


“what will be done regarding the taxa- 
tion of life companies for future years 
in the way of permanent legislation 
was not before his subcommittee. How- 
ever, he expressed the belief that prob- 
ably the proposed new basis will be 
kept in effect until different legislation 
js enacted; that the new basis will be 
more likely to continue until changed, 
rather than that life company taxation 
would go back to the old 1942 formula 
basis. 

Unanimous Report Expected 


Mr. Lynch said his subcommittee had 
taken no formal vote on the new pro- 
posal because of the absence of Rep. 
Keane, New Jersey, but he believed the 
subcommittee will make a unanimous 
report. Rep. Reed, New York, ranking 
Republican member of the ways and 
means committee and of the subcom- 
mittee, who was present at the press 
conference, appeared to agree with this 
statement. 

Mr. Lynch said the life company tax 
plan will be proposed in a separate bill 
and not be tied up with possible general 
tax revision legislation. He added he 
had not conferred with Senator George, 
chairman of the Senate finance commit- 
tee, and did not know his attitude to- 
ward the proposal. 

Lynch stated his “understanding” that 
“4 vast majority” of life companies 
“will not oppose this legislation. There 
will probably be some not in full ac- 
cord with it,” he added, “but I should 
say there would probably be less than 
5% of the companies opposed to it. We 
expect probably nobody will oppose it, 
but somebody may.” 

The problem of working out a perma- 
nent plan for taxing life company in- 
come, it was indicated, will be made 
a subject of future study. Acacia Mu- 
tual Life submitted to the subcommittee 
a proposal for permanent legislation 
along that line, based partly on the in- 
come of each company, instead of the 
whole industry, as under the present 
law and subcommittee proposal. 


Consider All Plans Submitted 


Mr. McAndless said his committee 
will take under consideration the Acacia 
plan, which he said had been proposed 
in 1942, and any other plan that may be 
submitted. He forecast that the life in- 
surance interests will have a committee 
to consider the problem of permanent 
legislation, but expressed the hope that 
he would be relieved, as he has been 
serving on the tax committee since 
1940. Mr. Shepherd, however, said that 
McAndless will be drafted for further 
service. McAndless said he “hoped” his 
committee will not meet before mid- 
December. 

Asked about a reported “agreement” 
with the life companies, Mr. Lynch de- 
clared “no agreement has been made 
with any private group of taxpayers.” 
He said the subcommittee had talked 
matters over with life company repre- 
sentatives “to get their reaction to the 
Doughton bill. As a result of those 
talks he worked out another formula, 
He wanted to get industry reaction to 
nat. 


Conference Held at Chicago 


“At a conference last Wednesday a 
majority of the committee liked the 
plan suggested at that time. The life 
company representatives, however, 
wanted to go back to their own organi- 
zation. As a result of putting our sug- 
gestion before the two industry associa- 
tions in Chicago on Monday, I under- 
Stand that our suggestion would just 
about be the right solution for this 
problem.” 

Lynch explained that the tax under 
his proposal will be “based on relation- 


XUM 


ship between contributions which all 
companies make to their policyholders’ 
reserves and the amount of those re- 
serves in the previous year.” The 
Doughton bill would have yielded about 
$90 million revenue for two years, it 
was said. 

Mr. Shepherd indicated that the tax 
will be less than $19 million for 1947, 
the greatest amount being about $38 
million for 1949. Every company in the 
industry uses the same _ percentage. 

Mr. Lynch remarked: “They figure 
that over and above what they require 
to meet obligations to policyholders 
there would be from 5% to 64%. On 
that they will be charged the same tax 
rate as previously, under the old form- 
ula, after allowing deductions.” 

Mr. Lynch added that the 38% cor- 
poration tax rate will apply to the com- 
panies to be computed on the net in- 
vestment return of the entire industry. 


Acacia Proposal Discussed 


The Acacia proposal was discussed 
and considered, said Lynch, “but we 
felt it would be rather difficult to change 
the entire formula in stop-gap legisla- 
tion. We felt it should go over until 
permanent legislation is considered.” 

Mr. Shepherd estimated the total 
profits the companies have shown over 
a recent period averaged 5%, and that 
there has been $75 million profit per 
year representing taxable excess over 
net investment income. 

McAndless stated that company re- 
serves “will have to be maintained” 
and that the tax would have to be paid 
“out of surplus.” 

“The policyholders will pay,” Mr. 
Shepherd remarked. “The tax burden 
will be distributed exactly as in the past. 
If the interest rate increases, the com- 
panies will pay bigger taxes.” 

“From my own standpoint,” Mr. Mc- 
Andless said, “the subcommittee pro- 
posal would be very satisfactory.” 

Monday representatives of life compa- 
nies met at Chicago to confer on the in- 
come tax situation. 


95% PLAN RUMORED 


NEW YORK—The New York “Her- 
ald Tribune” carried a Washington story 
indicating that a compromise was in the 
offing under which life companies and 
the Treasury Department would settle 
on a “reserve and other policy liability 
credit” of 95%, rather than the 92% 
figure originally proposed by the Treas- 
ury department and incorporated in the 
bill offered recently by Chairman 
Doughton of the ways and means com- 
mittee. 

However, life company people said 
there was nothing to this report. 


Minimum Benefits Law 
O.K., Childress Says 


(CONTINUED FROM PAGE 7) 


“The ratio of losses paid to income 
for the first nine months of 1949 is 196%. 
And this is not what an insurance man 
would call the ‘loss ratio’ because it does 
not include either claims or administra- 
tive expense and makes no provision for 
losses incurred but not paid; and no 
provision for losses incurred but not re- 
ported. This record was developed in a 
period of practically full employment. 

“T repeat that there is good reason 
why we in the insurance business should 
resent the use of the word ‘insurance’ as 
descriptive of these compulsory state 
tax and dole systems. There will be in- 
creasing taxes and so-called loans or 
subsidies obtained from a federal gov- 
ernment administration which for al- 
most two decades has openly advocated 
deficit financing.” 

William E. Lebby, Massachusetts In- 
demnity, Los Angeles, and G. V. Chan- 
dler, General Accident, San Francisco, 
were named publicity chairmen for the 
state association in southern and north- 
ern California respectively. 
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D. E. CARNAHAN 














CAREER 
FAMILIES 


D. E. CARNAHAN, JR. 


Since joining The Ohio National on their return from 
military service in 1946, General Agent D. E. Carnahan 
and his son, D. E. Carnahan, Jr., have done a superior job 
as career life underwriters at Seattle, Washington. The 
success of The Carnahan Agency is an experience shared 
by many other family groups which enjoy the fullest 
cooperation of the progressive Ohio National. 
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Mrs. Pendleton Head 
of N. D. Congress 


F ARG O-—North Dakota Fraternal 
Congress elected new officers at its an- 
nual meeting, naming Mrs. Violet 
Pendleton, Woodmen Circle, Bismarck, 
president, 

William G. Fisher, Minneapolis Na- 
tional Fraternal Congress director, told 
the meeting of a new trend in fra- 
ternalism in which lodges are sponsor- 
ing nationally accepted benevolences 
such as Boy and Girl Scouts, Camp- 
fire Girls, civil air patrol and 4-H clubs. 
Fraternal groups’ aid to displaced per- 
sons was cited. 

Other officers are Ken Jorgensen, 
Modern Woodmen, Aberdeen, 1st vice- 
president; Mrs. Elsie Rutland, Women’s 


Benefit Assn., Fargo, 2nd_vice-presi- 
dent; Florence Gunderson, Maccabees, 
Dickinson, re-elected secretary-treas- 
urer. 


H. J. Bergeth’s dinner address on the 
fraternal spirit in life insurance closed 
the convention. He resides in Grand 
Forks. 





Hershey Issues Governing 
Directive for Mutual Aid 


As a result of examination of Fire- 
men’s Mutual Aid & Benefit Assn. of 
Chicago, Director Hershey of the 
Illinois department has ordered that 
the association be governed by the fol- 
lowing directive: 

1. The automatic premium loans 
should be established as a ledger asset 
and each individual loan should be 
kept within the loan value of the 
certificate involved, 

2. Before filing its annual statement 
for 1949, the association should estab- 
lish a bond register consolidating the 
accurate information relative to all 
bonds owned, including amortized 
values calculated so as to reflect the 
effective rate of interest at which pur- 
chase was made. 

The report states that the association 
is in a sound financial condition with 
free surplus with $380,271 and that its 
cash position is well maintained. 





George Hatzenbuhler, 64, district dep- 
uty in Texas and Illinois for Modern 
Woodmen and later state deputy in IIli- 
nois and a member of the board, resign- 
ing in 1937 as acting chairman of IIli- 
nois Modern Woodmen, died at Mans- 
field, O. 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. Thirty- 
one years old — $252,984,452.00 
in force. Mortality experience 
1948 24.44%. Rate of assets to 
liabilities—108.56%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


fanpage 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 








‘necessary 


Aid Assn. Passes 
$500 Million Mark 


Aid Association for Lutherans has 
passed the $500 million mark of insur- 
ance in force. The association has been 
in operation 47 years. 

The association now has more than 
$114 million in ledger assets, and the 
number of certificates in force has in- 
creased to more than 374,000. It has 
paid in benefits to its members and bene- 
ficiaries over $52 million. 





Wants Svithiod’s Reserves Boosted 


Recommendation that the Independ- 
ent Order of Svithiod, Chicago, should 


SALES IDEAS OF 


give immediate consideration to a re- 
serve-strengthening program is con- 
tained in the examination report of 
that society recently completed by the 
Illinois department. The report points 
out that in view of the valuation of 
present certificates and the fact that the 
society is currently issuing certificates 
on a 34%% interest basis, although net 
interest earned for 1948 was 3.28%, the 
society should increase its reserves so 
as to require a lower interest rate if it 
is going to maintain a satisfactory in- 
terest margin. 

The report states that the society is in 
a solvent financial condition with sur- 
plus of $359,026, in addition to which 
there is a $125,000 contingency reserve 
for investment and mortality fluctua- 
tions, which was adopted in February. 
The report indicates approval of the 
investments, dividend policy and claim 
payments. 


THE WEEK 





Need Still Not Met, Hancock 
Head Tells Agents in Boston 


BOSTON—The first convention to 
be held in the newly opened home office 
building of John Hancock Mutual Life 
was appropriately that of the company’s 
general agency leaders who met here. 

“Individual productivity is the key to 
a live and progressive economy,” Presi- 
dent Paul F. Clark said in his opening 
address. “The figures of life insurance 
production, impressive though they may 
be in the aggregate, are small when 
measured against the great need,” he 
said. 

“When we note that in 1948 the aver- 
age insured family owned only slightly 
more than $6,000 of life insurance, can 
we feel that we are meeting the chal- 
lenge of today’s market?” 


Calls for Creative Selling 


Calling for more “creative salesman- 
ship” on the part of life insurance 
agents, President Clark defined this term 
as something different than the perform- 
ance of the star salesman of the past 
whose success was based largely on a 
big, glittering, optimistic personality. 
“Today’s buyer demands more. He has 
developed a trained discrimination and 
a habit of purchasing on the basis of a 
real knowledge of products. It is vitally 
for the salesman to know 
what he is talking about.” 

It would be foolish, however, to dis- 
count the potency of enthusiasm and 
optimism in a salesman, Mr. Clark ob- 
served. “These qualities still belong in 
the makeup of any salesman worth his 
salt, except that we might wish to sub- 
stitute the word confidence for opti- 
mism, 

“A salesman who knows his product 
is good, doesn’t need optimism because 
he has confidence, which is so much 
more substantial and dependable. The 
salesman of today faces a better edu- 
cated public, not only scholastically but 
practically, than the salesman of the 
past. He is required to be better edu- 
cated himself, not only in the subjects 
for which degrees are awarded, but in 
the practical uses of the wares he has to 
sell. The life insurance agent can af- 
ford to have confidence in his product, 
because he knows it will work for those 
who buy it.” 


Sell Freedom, President Urges 


President Clark told his audience that 
they have a charter greater than any 
salesman ever had before. “We've got 
to sell—constantly, aggressively, un- 
remittingly—that thing called freedom. 
Those who would grant security to all, 
regardless of effort, would plunge us 
into the sort of economy where the basic 
freedoms are shackled, where the secur- 
ity of the mass transcends the independ- 
ence of the individual. They do not 
realize that freedom is a body, the whole 


of which cannot function if parts of it 
are amputated. They do not understand 
that the man who gets something for 
nothing has no incentive to work for it. 
His individual productivity is bound to 
decrease with every grant which the 
state hands him. 

“When you strike at the root of our 
whole existence, which is the produc- 
tivity of the individual, you strike at all 
our freedoms.” 


Personalized Service Demonstrated 


F. Weber, Monroe, Mich., 
“personalized service to 


Urban 
demonstrated 
policyholders.” 

“We believe that we can increase the 
benefits of your present life insurance 
for you and your family,” Mr. Weber 
said he tells his clients. “If we do, we 
ask you to consider us when you buy 
insurance in the future.” 

After securing the prospect’s policies 
—and integrating them with his social 
security benefits, Mr. Weber said he 
examines the policies with such ques- 
tions in mind as: Are these policies 
judgment-proof? Do they have a com- 
mon disaster clause? Do you have the 
automatic premium loan provision? Are 
the proceeds for cash purposes left 
under the interest option? Is the age 
of the insured correct? Do conditions 
which caused extra rating still exist? 

Next—Mr. Weber said he summar- 
izes the policies, figuring the monthly 
income of each. Finally, he draws up 
three plans—with varied amounts of 
premiums due to provide the income the 
prospect desires. 

In concluson, Mr. Weber suggested a 
four-way “integrity test” for life insur- 
ance programs: “Is it honest? Is it 
fair to all concerned? Will it build 
good will for the insurance profession? 
Will it be profitable for all concerned?” 


Plans Year’s Work 


Speaking on “Time Control,” Wallace 
Knight, Houston, Tex., showed how an 
insurance salesman “can make a good 
living in this business if he will pay the 
price.” 

“By knowing the value of calls, con- 
tacts and interviews,” Mr. Knight said, 
“it becomes very simple to plan the 
years work based on the income an 
agent needs or wants.” To produce 
$500,000 paid-for business, Mr. Knight 
estimated it will take 1,370 calls, 1,177 
contacts, 344 interviews and 1,700 hours 
in the field. 

3y keeping records Mr. Knight has 
always been able to keep an accurate 
account of the average value of each ac- 
tivity and to measure the efficiency of 
his performance. For the first six 
months of this year he made 1.6 calls on 
each contact, 3.42 contacts for each in- 
terview, 3.33 interviews for each sale. 


His average policy written was $5,161 
and the average size policy paid for was 
$4,183. He computes that he put in 4¢ 
field hours on each sale. 

“John Hancock,” he added, “provides 
the best forms I know of to plan oyr 
work and check on these plans.” Prajg. 
ing the new visual security program as 
complete, compact and yet simple, he 
called it a time-saver for programming 
He also cited direct mail as a very help- 
ful service, noting that, by sending oyt 
a hundred letters, he sold two policies 
for $14,000. 

He also mentioned the value of cen- 
ters of influence, and told how, by sel]- 
ing policies to two pastors, he expected 
to find considerable business among 
their young parishioners. 


Professional Market Reviewed 


In a talk on “The Professional Mar- 
ket,” C. C. Sharkey, Jr., Dayton, O, 
suggested how his fellow agents might 
break into this lucrative field. 

“Professional people have a special 
need for insurance service in their finan- 
cial programs because they must devote 
their full time and energy to their pro- 
fessional fields,” Mr. Sharkey said. 

There are several reasons why an 
agent can find the professional field 
particularly rewarding, he said. ‘First, 
doctors and dentists can find little time 
to gain experience in finance; they must 
seek the advice of experts in placing 
their investments. Since they are not 
covered by social security, they must 
provide their own retirement income. 
Finally, doctors are found in the top 
3%, so far as investable surplus is con- 
cerned.” 


Sell Extra Policies 


He noted the importance of program- 
ming for doctors and dentists, and said 
he had sold many extra policies “when 
the policyholder was ready for addi- 
tional coverage.” 

Mr. Sharkey pointed out the value of 
selling all the persons in the doctor’s or 
dentist’s office and in the hospitals with 
which he is connected. “Don’t overlook 
assistants, laboratory technicians, die- 
ticians, therapists—they like to buy 
where the professional man does,” he 
said. 

The trials and tribulations of a “com- 
plete stranger to the life insurance in- 
dustry” were described by Charles W. 
Hoover, South Bend. 

“It is impossible for me to say too 
much good for the Purdue school of 
life insurance marketing,’ Mr. Hoover 
said. He told how the school helped 
him to get acquainted with life insur- 
ance and to sell policies with confidence 
and pride. 

He noted five important considera- 
tions for the beginning agent: (1) Pros- 
pecting systematically and “upward”; (2) 
planning your work and working your 
plan; (3) cultivating the proper mental 
attitude—one of enthusiasm coupled 
with knowledge; (4) reading literature 
as a part of the day’s routine; (5) selling 
from the heart and not from the rate 
book. In illustration of the last point, 
Mr. Hoover mentioned that he used 
stories of insurance in action to put “life 
into life insurance.” 


Great Expansion in Services 


“Many of the people with whom we 
come in contact are also strangers to 
life insurance. It is our privilege to get 
them acquainted before it is too late,” 
he said. 

Harry Gardiner of New York, for 55 
years with John Hancock, contrasted 
the insurance business of the 1890s 
with today, remarking that rates are 
nearly the same but that services have 
expanded far beyond the expectations 
of the early agents. 

“I believe that life insurance will have 
ever enlarging market,” he said, 
Those honored at the meeting included 
Willis E. Davis of Louisville, leader i 
ordinary volume; J. Fred Helmus, New 
York City, leader in number of lives 
and total volume; Nathan P. Paulus, 
Indianapolis, leader in total premiums, 
and Vonnie M. Conrad, New York City, 
leading woman agent in total volume. 
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Public Relations, Work With Agents 
Stressed by L.A.A. at Meeting 


(CONTINUED FROM PAGE 3) 





es 
puilding prestige, educating the public,’ 
and described L.A.A. as being: ; 
“1. A forum at which news and views 
of our craft are always welcome, to be 
freely shared with all. 
“9 A battery-charging station to 
which we can repair when, as idea men, 
we need the refreshment of contact and 
fellowship with others of our kind. 
“gs A sort of whetstone on which 
young men and women can strop them- 
selves and rub off some of their rough 
spots — gaining experience and matur- 
ity without, however, dulling their keen 


edge.” 


’ 





AETNA PANEL 








The first afternoon was devoted to a 
panel discussion and a detailed outlin- 
ing of the regional conventions of the 
Aetna Life. Morgan S. Crockford, Ex- 
celsior Life, presided. Participants were 
Aetna representatives. G. Albert Law- 
ton, assistant superintendent of agen- 
cies, said Aetna spends more _ time, 
effort and money on its regional con- 





OFFICERS ELECTED 

President—H. A. Richmond, 
Metropolitan. 

Vice-president—R obert B. 
Taylor, Jefferson Standard. 

Secretary—David W. Tibbott, 
New England Mutual. 

Treasurer—Arthur F. Sisson, 
State Mutual. 

Editor — Joseph M. Locke, 
Gulf Life. 

Executive Committee — Alan 
M. Kennedy, Northwetern Na- 
tional; A. L. Cawthorn-Page, 
Metropolitan; John L. Briggs, 
Southland; H. G. Kenagy, Mu- 
tual Benefit Life; George Pease, 
Equitable of Iowa, and John P. 
White, Lincoln National. 





ventions than on any other single ac- 
tivity. He said that total convention 
costs have risen 37% since 1940. J. H. 
Warner, advertising manager, stressed 
the importance of details. R. S. Ed- 
wards, Chicago general agent, told how 
agents are stimulated to qualify. Ru- 
dolph LeBoy, agent in Chicago, dis- 
cussed the importance of the conven- 
tions from the agent’s standpoint. 

The president’s reception was heavily 
attended. It was followed by a buffet 
dinner, at which Powell Stamper, Na- 
tional Life & Accident, was master of 
ceremonies. W. A. Neville, Great-West, 
exhibits chairman, announced the award 
winners, and the exhibits judges were 
introduced. Diversion was provided by 
Mr. Stamper, who related some choice 
Tennessee and Arkansas anecdotes, and 
by a life insurance skit given by a 
Northwestern Mutual cast under the 
direction of Laflin Z. Jones. 

_Mr. Neville was in charge of the ini- 
tial session on the second day. As 
chairman of the exhibits committee, he 
presented six selected exhibits winners 
—a cross section. John C. Slattery, 
Guardian, discussed his company’s an- 
nual statement presentation on the pic- 
torial basis. Harold Allen, Fidelity 
Life Assn., spoke on policyholder pub- 
lications. 

A. Scott Anderson, Equitable of 
lowa, explained the Equitable visual 
‘ales hook, part of its “Key to Security” 
kit. Mr. Stamper told of the home of- 
ice employes’ material produced in his 
department. Al B. Richardson, Life of 
Georgia, described newspaper advertis- 
ing plans, and Willard H. Griffin, North- 
western Mutual, delineated the North- 
Western’s national magazine campaign. 

David W. Tibbott, New England 
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Mutual, presided at the afternoon ses- 
sion. Donald F. Barnes, director ex- 
tension and development division Insti- 
tute of Life Insurance, outlined a pro- 
gram for helping the field force get a 
better audience for advertising and pro- 
motion material. He told the life ad- 
vertisers it is necessary for them to 
merchandise their printed and pictorial 
products and to show the agent how to 
use them. 

Robert W. Osler, editor life publica- 
tions Rough Notes Co., told in positive 
terms how to make trade paper adver- 
tising pay. He said that among the 
other uses of such advertising are these: 

1. It can help large and small com- 
panies to obtain and hold industry ac- 
ceptance. 

2. It can help sell the company and 
product to the field man. 

3. It can help a company maintain 
the morale of its field force. 

4. He characterized it as an _ ideal 
medium for the continuous training of 
agents, and said that the possibilities of 
its use as an educational and_ super- 
visory training extension are limitless. 

5. It is a valuable recruiting aid be- 
cause it can pave the way for getting 
good men. 

6. It can be used as an aid in ex- 
plaining to the field force the company’s 
problems, and the solutions that are 
being developed. 


Two General Agency Talks 


Raleigh R. Stotz, general agent Mu- 
tual Benefit Life, Grand Rapids, Mich., 
spoke on “Improving the Climate in 
Which the Agent Works,” and Lowell 
W. Davis, general agent Provident Mu- 
tual, Hartford, had as his topic, “Mod- 
ern Agency Management Appraises Our 
Products.” These two general agency 
talks were of the practical, down to 
earth variety. 

The concluding session, devoted 
principally to a symposium of ideas 
used by L.A.A. men that have clicked, 
brought to those in the business some 
usable and practical sales development 
plans. Henry M. Kennedy, Prudential, 
presided, pinch-hitting for Roger Bour- 
land, Liberty Life, who was_ unable 
to be present on account of the serious 
illness of his father. 

Harold B. Brown, Imperial of 
Canada, spoke of the favorable recep- 
tion given the 100-year calendar book- 
let published by the company for its 
50th anniversary. 

E. P. Leader, Bankers Life of Iowa, 
told of the plastic letter-opener and 
magnifier which his company used as 
an inexpensive souvenir during policy- 
holder’s month. Bankers agents were 
charged five cents apiece for this adver- 
tising novelty, which cost the company 
10 cents. 


UNUSUAL STIMULANT 


Joseph M. Locke, Gulf Life, said the 
outstanding sales stimulants made ef- 
fective by his company were not as 
might be anticipated, but consisted in- 
stead of the installation of a new ac- 
counting system which was recently 
used in a single register, a new acci- 
dent application, a non-medical ordinary 
application and revamped bonus system. 

“Make Movies without Millions” was 
discussed by Henry E. Nelson, General 
American. He described the production 
of a sales training film with comic 
motif. He explained that it was made 
without professional aid, without sound 
effects, at a cost of only $471 and a 
running time of 23 minutes. 

George I. Powell, Great-West, told 
of the various good-will builders used 
by his company, such as _ calendars, 
diaries, memorandum books, etc. Last 
year Great-West used over a million 
units of this material. 

H. Dixon Trueblood, Occidental Life 
of California, explained the contents of 

















Unified Selling Plan Builds 
Successful Sales Careers 


by BERT PERRY, Manager, West Texas Department 


In my opinion, the most impor- 
tant element in the building of a 
successful sales career is to have 
a unified selling plan combined 
with contracts that really serve 
the needs of the policyholder. 


The reason for my choice of 
Reliance as a Company was the 
feeling that Reliance policies 
were a real answer to wide pub- 
lic needs and that “Perfect Pro- 
tection’’ was the answer to an 





Bert Perry signed his first contract 
with Reliance in 1932 after a very 
colorful career as an automobile 
dealer in Texas and Mexico. 

From the very start Bert was a 
consistent producer and then he 
‘decided to take advantage of his 
Reliance contract and hire other 
men. He has built a substantial 
agency producing more than 
$2,000,000 annually. He passes 
on to his agents some of his own 
enthusiasm for Reliance Life and 
“Perfect Protection.” 


agent’s need for a unified selling 
plan. 


My success in selling life insur- 
ance has been mainly the result 
of having “Perfect Protection,” 
the Reliance combination of life, 
accident and health insurance, to offer my clients. 


I consider “Perfect Protection” the ideal combination of 
modern policies for the progressive salesman’s kit. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 





























THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 
© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
@ Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 
@ Complete substandard facilities. 
@ Educational program for field man. 
Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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the two books displayed by Occidental, 
“‘Appy Way,” and “Omissions and 
Commissions.” These books are used in 
the Occidental agencies and have had 


the effect of considerably improving 
the field underwriting. 

The idea of a forum of this kind 
originated at the L.A.A. Southern 
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Round Table meeting last spring. It 
proved so successful and so interest- 
ing that it was decided to have the same 
sort of thing as one of the featured 
sessions at the annual meeting. The 
speakers were followed so closely and 
said so much that was of general in- 


terest that it seems likely a_ sales 
symposium of successful sales ideas 
will be offered at all L.A.A. annual 


meetings in the future. 
Thoré, Woodson Are Speakers 


A joint discussion of how there may 
be an improvement in public attitudes 
and relations was the concluding feature 
of the meeting. The speakers were 
Eugene M. Thoré, general counsel Life 
Insurance Assn. of America, and B. N. 
Woodson, executive vice-president of 
Commonwealth Life. Mr. Thoré ex- 
plained the make-up, purposes and 
scope of the two congressional com- 
mittees that will conduct life insurance 
inquiries in Washington within the next 
few months. He predicted some of the 
questions that would be raised by these 
committees and both he and Mr. Wood- 
son provided comprehensive answers 
to the criticisms that the committee 
will probably make. They both agreed 
that neither the companies’ mathematics 
nor solvency will come under inquiry 
but rather, that the general question 
of monopoly and size as such will be 
probed by the congressional investi- 
gators. Mr. Woodson pointed out that 
the absence of any monopoly is con- 
spicuous in the life insurance business 
and that sales competition is unusually 
keen. 

Expect Stress on Private Loans 


It was agreed that the Washington 
committees will discuss the investment 
policies of ,the life companies, with 
particular reference to privately made 


loans not going through the regular 
channels. Altogether, Mr. Thoré and 


Mr. Woodson talked on seven questions 
that will undoubtedly be discussed ‘by 
the congressional committees and the 
whole idea was to provide advertising 
men of life companies with the answers 
f time that the 


well in advance of the 
investigations get under way so that 
when the life insurance inquiries at 


Washington begin to get into the news- 
papers, those in the ‘business will know 
how to meet any criticisms that might 
be made at that time. f ; 

Harold Stewart, executive vice-presi- 
dent of Prudential, had a talk that com- 
plemented the remarks of Mr. Thore 
and Mr. Woodson. His subject was 
“Our Partnership in Improving Public 
Attitudes.” He told how to answer 
the opponents of private insurance who 
advocate the welfare state, urging 
particularly that the comments of those 
in the life business be given in a posi- 
tive and never in a negative or apolo- 
getic way. 


Polio Foundation Studies 


Insurance for Subscribers 
(CONTINUED FROM PAGE 3) 


Foundation and the resources of private 
citizens to do the job, then the insurance 
companies have been providing a real 
service in taking some of the heat off 
both the private citizen and the National 
Foundation. 

Mac H. Burroughs, Miami ageut, 
summed this up recently by writing to 
THE NATIONAL UNDERWRITER, “There has 
been much publicity about the National 
Foundation running out of funds. My 
thought is that if the association does 
run out of funds, or if there is an epi- 
demic next year, as predicted by some 
doctors, how are victims going to be 
cared for if there are insufficient funds? 
It would appear that a polio policy 
would be one answer to this.” 


Feel It’s Here to Stay 


Insurance people feel that polio cov- 
erage is here to stay. There are indi- 
cations that National Foundation offi- 
cials feel the same way and fear that 
commercial polio policies are cutting 
contributions to the foundation, as pol- 
icyholders will not donate. This has led 


to plans for offering insurance them- 
selves. There are those within the 
foundation who point out that contribu- 
tions to the fund are for the purpose of 
fighting polio and not to insure against 
its cost when it strikes. They say that 
no one has to pay any more for polio 
expenses than he can afford to pay. This 
brings up the question that has plagued 
dispensers of foundation funds, namely, 
how does one determine how much he 
can afford to pay for medical expenses? 
Very few men can afford to meet any 
sort of extra expense caused by illness, 
particularly the amounts ranging from 
about $800 to $5,000 and better, for the 
care and treatment vital to recovery 
from polio. That is, they can’t afford 
to pay unless they have provided against 
the catastrophe through polio insurance, 
which almost any man can afford. The 
insurance people see no better way to 
fight polio which is, after all, what both 
they and the National Foundation are 
attempting to do, than through the fore- 
sighted action of taking out insurance. 
If more people would do this, it would 
cut the charity cases down to a mini- 
mum. 

Apparently the real powers that be 
in the National Foundation feel that 
the insurers have been of real aid in 
the fight and that the insurance prin- 
ciple is applicable to polio. Currently 
at the instance of the foundation, insur- 
ance agents have aided considerably in 
the drive to raise more funds, The Na- 
tional Foundation and the companies are 
moving harmoniously against the com- 
mon enemy, despite occasional! evidences 
of disaffection. 


Four Life Men Named 
Safety Council Directors 


The National Safety Congress and 
Exposition at Chicago drew a record 
attendance of about 12,000. There were 
almost 600 speakers at the week long 
congress which included 28 sectional 
meetings. 

Dr. D. B. Armstrong, 2nd _ vice-presi- 
dent Metropolitan Life, was elected vice- 
president for homes and was named a 
director of the National Safety Council. 
Also named directors were Fred W. 
Hubbell, president Equitable of Iowa; 
Henry E. North, vice-president Metro- 
politan Life, and Frank L. Jones, re- 
tired vice-president Equitable Society. 

Metropolitan Life was among the 175 
firms which had exhibition booths set 
up for the meeting. The company dis- 
played the literature it provides for the 
furtherance of safety through education. 
Accident prevention and health pro- 
grams for the community, industry and 
home were available. In charge of the 
booth was Thomas J. Berk, assistant di- 
rector of safety, New York City. 





Cites Need for Preventive 
Work in Group Field 


Passage of state disability coverage 
laws means that safety engineering and 
accident prevention must follow the 
logical course into the non-occupational 
field to keep losses to a minimum, in 
the same way that this work is being 
pushed in the workmen’s compensation 
field, A. M. Wilson, group underwriting 
manager of Liberty Mutual, said at the 
meeting of Risk Research Institute in 
New York City. 

This welfare activity can be trans- 
ferred into productive activity if the 
health of the individual employe will be 
evaluated as a business asset and as 
such safeguarded and developed like-any 
other business asset, he said. 


C.L.U. Conferment at L. A. 


LOS ANGELES—C.L.U. conferment 
exercises are scheduled for a noon meet- 
ing Nov. 21 under the sponsorship of 
the Los Angeles C.L.U. chapter and 
Life Underwriters Assn. of Los Angeles. 

Dr. John P. Williams of the Amer- 
ican College will present the diplomas to 
the 11 successful candidates. 

Presidents of nearby life underwriters 
and C.L.U. groups, Pacific C.P.C.U. 





chapter, bar association, medical associg- 
tion, American Institute of Banking 
certified public accountants and Cali. 
fornia Bankers Assn. will be guests, 





Southeastern Actuaries 
Club Forms, Elects Moore 


Southeastern Actuaries Club has been 
formed by 16 actuaries from Alabama 
Florida, Georgia, Mississippi and South 
Carolina at a meeting in Atlanta. A con- 
stitution for the organization was drawn 
up and B. E. Moore, Progressive Life of 
Atlanta, was elected president. Ralph M. 
Anderson, Peninsular Life, was chosen 
vice-president; John A. Copeland, Jr. 
Atlanta consulting actuary, secretary. 
treasurer; James R. Livingston, Jr, 
Liberty National, and C. J. McCann 
Florida insurance department, executive 
committeemen. 

The first spring meeting was set 
tentatively for next May in Atlanta, A 
membership committee was appointed 
with William Wallace, Palmetto State 
chairman and J. E. Hyman, Gulf Life: 
William Farmer, Protective Life of 
Birmingham, and Raymond Latta, con- 
ee actuary, Jackson, Miss., as mem- 
bers, 


Mutual Trust Names 
Anderson N.E. Supervisor 


Harry S. Anderson, formerly general 
agent at Brattleboro, Vt., is the new 
supervisor for New England for Mutual 
Trust Life. He has 20 years’ insurance 
experience, and has been general agent 
of Mutual Trust at Brattleboro since 
1946. He was previously with Connec- 
ticut General in Brattleboro and before 
that was with John Hancock there. 


Foster Mother Wins Case 


Mrs. Agnes McGettrick was held to 
have been in loco parentis by the federal 
court in Massachusetts, having been 
named beneficiary of Francis P. Lorden, 
deceased in military service and insured 
under a National Service life insurance 
policy. 

Evidence showed Mrs. McGettrick 
took into her home and treated as a son 
the deceased from the age of 14 years, 
though his mother, Mrs. Ella Lorden, 
survived. The court ruled against Mrs. 
Lorden and the government in award- 
ing benefits to Mrs. McGettrick despite 
lack of effort to consummate legal adop- 
tion. 


Dewey Federation Speaker 


Gov. Dewey will be speaker at the 
35th anniversary luncheon of _ Insur- 
ance Federation of New York, Nov. 30. 
Sharing the dais with him will be the 
entire membership of the Condon com- 
mittee on insurance rates, and regula- 
tions. 

Ashby E. Bladen, Aetna Fire, chair- 
man of the federation’s executive com- 
mittee, has named William A. Water, 
Hall & Henshaw, chairman of the lunch- 
eon committee. Robert V. Branion, 
Zurich, will be vice-chairman. 





Fail to Realize Potentials 


The average individual has unused 
and undeveloped abilities which repre- 
sent a potential far greater than the in- 
dividual or his superiors imagine, George 
E. Johnson, vice-president of Teachers 
Insurance & Annuity, said at a dinner 
meeting of the Society of L.O.M.A. 
Graduates in New York. People have 
two great limitations, he said. These are 
a tendency to rationalize laziness and 
lack of initiatve, and to assume that 
following the norm of average is satis- 
factory. 





One-Day Drive Honors Williams 


Southeastern agents of Life & Cas- 
ualty celebrated the 25th anniversary 0! 
Vice-president George R. Williams with 
the company by coming up with an in- 
dustrial issue of $2,582 in new business 
for one day. 
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AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 


BUT THAT’S NOT ALL you'll find in Jim Brittan’s 
briefcase! Count in the freight cars loaded with 
cement, bathtubs and nails. Add the electric cables 
and doorknobs. And don’t forget masons, carpenters 
and plumbers to build 35 new homes! 

Quite a load for one man to carry! Yes, and quite 
a load off 35 home owners’ minds—knowing their 
homes are protected against the two great hazards 
of death and hard times. Those homes in Jim’s brief- 
case were financed through the Equitable Assured 
Home Ownership Plan. 

And from that same Equitable briefcase comes 
freedom from worry for fathers of families... help 





uisren To “THIS 1S YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 

EVERY FRIDAY NIGHT + ABC Network 

















Amazing...1,000 Loads of Brick in this Briefcase ! 


for business men on basic problems of management 
...future security for hundreds of friends and fellow 
townsmen who have called on Jim for aid. 

Men of his stamp have a right to the highest title 
that can be awarded in a democracy. He’s Jim 
Brittan, Good Citizen...a man who does much 
more than his share to make his home town a better 
place to live in. 

That’s why Jim wouldn’t trade jobs with anyone 
else in the country. As a member of an honored pro- 
fession...as a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS 1. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 











THE MILK AND THE CREAM 


By Garnett Y. Clark, Baltimore-Washington 


My life insurance market is like a bottle of milk. 


It’s made up of two parts, the milk and the 
cream. The milk represents the bulk of the busi- 
ness I write—the policies which provide incomes 
for widows and retirement in the sunset years. 
The cream is a by-product which comes as a 
result of having procured the milk. It turns an 
average year’s production into a good year. That 
cream is business insurance. 

Now, I don’t pretend to be a business insur- 
ance specialist. All I want to know is enough to 
recognize a business insurance situation when I 
see one. The Provident’s “Business Insurance 
Presentations,”’ with the Chart for 
Tomorrow, are about all I need to de- 
velop a case. Fhe complicated details 
can always be worked out later with 
the attorneys. ; 

A recent case will show you what 
I mean. 

A sole proprietor felt that he had 
sufficient insurance and repeatedly re- 
fused to discuss the subject with me. 


However, one day I asked what would become of 
the business at his death, since there was no 
one to take it over. He confessed that he and 
his attorney had been thinking about that, too, 
and had tried to work out a way of selling 
the business to his employees, but without suc- 
cess. I explained that I knew of several cases 
where such a situation had been solved by busi- 
ness insurance, and asked his permission to dis- 
cuss the plan with his attorney. 

The outcome, briefly, was a $100,000 case 
which not only will enable the employees to 
buy the business at the owner’s death but which 

will also provide a cash fund for 
the widow to pay the estate taxes. 

I’m just an average agent. Last year 
my production totaled about a half 
million. Although I like to consider 
myself a specialist in programming 
personal insurance through the “Chart 
for Living,” 40 percent of my pro- 
duction was business insurance. To 
me, that’s pretty rich cream. 


Sales Ideas from “Provident Notes’ 
published by 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA, PA. 





